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ATTICS CAN BE MADE 
LIVABLE AND PRETTY! 


Attention-getter at the National Lum- 
ber Dealers Exposition in New York 
last month were the 14 residential room 
displays designed and sponsored by na- 
tional consumer magazines. HOME 
MODERNIZING presented the attic 
transformation at left. For more photos 
of show and NRLDA meeting report, 
turn to pages 42-46. 


12,000 COPIES THIS ISSUE 


“Three Ways for Dealers 
to Display More Doors 


Most customers—particularly women—like to com- 

pare door designs and finishes before selecting the 

doors they buy. Turn to page 29 for three attractive 

door display ideas. Also read about the Plywood 
Center pay-off on page 33. 
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SOUTHERN 


(7) BURNS sells fast... keeps stocks moving! 
(2) BURNS high mark-up means more profits! 
3) BURNS satisfies customers... brings repeat 


business! 


Profit-wise merchants are -“‘cashing-in’’ on a 
growing. ‘do-it-yourself’? market and on the 
rowing demand for BURNS TENSION SCREENS. 


Oo 
4 


sURNS Screens are easiest to install, easiest to 
store and easiest to sell. 

3URNS Screens are precision made to insure 
perfect fit. There is no frame to warp-and the 
tension catch keeps them forever tight. They’re 
all aluminum, weather-proof. and maintenance 


=f free. 
StH BURNS Screens mean . .. quick sales, repeat 
business, rapid turnover and greater profits for 


' 
you 


; 
BURNS SCREENS are Individually packaged 
They/ are easier to display easier to pan 
dle and easier to Store (attractive : 


EL) 


package also serves as con- 
tainer for winter storage!) 


-. 


For further 
TabdelasallitliMnAslic lan sd las 


BURNS MANUFACTURING CO. 


LOUISVILLE © GEORGIA 
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with Hawkins 
over-the-counter 
iron products — 




















WITH HAWKINS 
WINDOW GUARDS 


You're selling protection from 
truders, good looks, and an unique 
safety feature 


a 





| All-Metal 
WITH HAWKINS : HIDE-A-STAIR 


IRON COLUMNS Bier Ses 
AND RAILINGS that all. Relees ond lowers 


fingertip 

















You're selling architectural charm, dur 
ability and prompt delivery from stock 





4 Hawkins superior iron products offer an easy way to expand your volume through over-the- 
counter sales from stock. Three popular items in the line are: 


¢ WINDOW GUARDS that can be easily removed from inside in case of fire or for cleaning. 
Adjustable to any window width. 


¢ HANDSOME IRON COLUMNS AND RAILINGS in stock sizes for easy installation. 
e HIDE-A-STAIR—packaged, ready to assemble. Meets FHA requirements. Safe, sturdy. 
Find out about the profitable Hawkins line today. Mail coupon now for new three-color catalog, 


Is The Way... 


TO SELL TODAY HAWKINS IRON CO., Inc 


P. O. Box 670, Birmingham, Ala. 
Please send me the new three-color Hawking catalog, - 





Firm's Name 
Address__ 
RR eet 





IRON COMPANY 


315 North Fourth St. © BIRMINGHAM, ALA, 
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BUILDING SUPPLIES 


THE [UMBER AND BUILDING MATERIAL DEALERS IN 18 SOUTHERN AND SOUTHWESTERN STATES 


806 Peachtree St., N.E., Atlanta 5, Ga. 
DONALD L. MOORE, Editor 
HELEN MATTHEWS, Assistant Editor 
T. W. McALLISTER, Editorial Director 


BARON CREAGER, Southwestern Editor, 
National City Building, Dallas 1, Tex. RAndolph 7673 


CHARLES E. SMITH J. A. MOODY 


Assistant Business Manager Production Manager 


FRANK P. BELL 


Business Manager 





Southern Features this Month 


Should Dealers Give Customers Gifts? 
Try These New Door Display Ideas 
How to Make More Christmas Sales 
Plywood Center Offers Special Services 
Coffee Bars Suits Patrons and Staff 
Using Meetings for Better Teamwork 


Spotting the Classified News 


Washington News—FHA Speeds Appraisals. 
Supply and Demand—Building Booms 

News of the Industry: At the N. Y. Show... . 
Product Parade that Leads to Sales 

It’s New—Promising Items in Brief... 
Progress among the Wholesalers 





Copyright, 1954, W. R. C. Smith Publishing Co., Atlanta, Ga. 
BUSINESS PUBLICATIONS AUDIT OF CIRCULATION 
NB, NATIONAL BUSINESS PUBLICATIONS 
Published monthly and mailed without charge to the wholesale and 
retail lumber and building material deaiers in the 18 Southern and 


Southwestern states and the District of Columbia, To all others 
there is a subscription price of 25 cents per copy or $2.00 per year. 


Business Representatives 


CHIC — pment A. Blum, 333 North Michigan Avenue, Tel, Central 


CLEVELAND: W. G. Sheehan, 17021 Amber Drive, Cleveland 11, Ohio. 
Tel. Winton 1-1806, 


GASTONIA, N, *. Rutland, P. O. Box 102, Tel. 7995. 


LOS ANGELES: ‘tae B. Chappell, 810 S. Robertson Boulevard, Los 
Angeles 35, Calif. Tel. Crestview 45151. 


somes Bag 4 Rickles, 814 Chamber of Commerce Building, Miami 82, 
Tel. 9-1495. 
NEW YORK: Gerard Teasdale, 78 Manhattan Ave., New York 25, Tel. 
University 4-2087. 


Published Monthly in Atlanta, Ga., and Charlotte, N. C., by 


W.R. C. SMITH PUBLISHING COMPANY 


Publishers Also of 


SOUTHERN AUTOMOTIVE JOURNAL 
TEXTILE INDUSTRIES 
ELECTRICAL SOUTH 


SOUTHERN HARDWARE 
SOUTHERN APPLIANCES 
SOUTHERN POWER & INDUSTRY 


W. J. Rooke, Chairman of the Board; Ri = P. Smirnu, President; 
T. W. ™ Auster, First Vice-President; E. O' Bares, Vice-President; 
. E. C. Smirn, Vice-President ; 0. A. } tn, Treasurer ; 

A. F. Rowers, Secretary. 
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the beh Aorcon of all * 
is fastest to install... 


Cheeify TENS ule, 


x 
TENSION-tite screens are superior 


Sizes for any f : 
.. for example: 


double-hung or 
louvre window 


in many ways. 


TENSION-| SCREEN | SCREEN |SCREEN 
TENSION-t#te alumin FEATURES i B 


screens fit all wood d« 





ADJUSTABLE 
vung or jalousie win TENSION 


Tension does not 


= + depend on springs 
Built-in. — 
SELF-CENTERING 
. template Screen cannot slide 
to right or left 
Assures fast, mistake proof when opened. 


installation. Screen is cor 
rectly centered at all times 








NON-BOWING 
BOTTOM BAR 
Center clip provided 
on all wide screens. 


Put up with only "\ PRE-ATTACHED 
5S screws ~ j t/ HARDWARE 
” S$ 


Nothing to lose. 
No lefts or rights 
to install. 


NO LEVERS 


Children play with 





The five screws (six on 
screens wider than 3’-0”) are 
inserted in seconds. No 

loose nardware—no lefts or tension levers; fre- 
: quently snap them 
rights. off 

FASTENS 

TO SILL 

No danger of split- 


yuminuM ting ver-ical blind- 
aiciao & stops 











” 
scatenine mane #20 








sso 
There is never any painting, 
rust or staining with TEN 
SION-#ite screens. They are 
made entirely of aluminu 


See Sweet's Light Construction File $b/Ru for additional po or write 


RUDIGER-LANG CO. 
“ 2701 Eighth St. Berkeley 10, Calif. + Suite 310, International Trade Mart, 
New Orleans, Lo. * Distributed in Southern California by TENSION-fite 


Window Screen Co., 8473 Beverly Boulevard, Los Angeles 48, California 


CAN BE PUT UP 
FROM OUTSIDE 


If upper sash is 
stuck of noiled. 
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Builders Specialty Co. 
931 W. Hildebrand 
San Antonio, Texas 


The Melvin Craig Co. 
2300 Galveston Road 
Houston, Texas 


Pittsburg Plate Glass Co. 
301 S. Main St. 
Midland, Texas 


Royal Glass & Mirror Co. 
1724 N. Akard 
Dallas, Texas 


Binswanger & Company 
655 Union St 

Memphis 1, Tenn 
Binswanger & Company 


ALL-ALUMINUM SLIDING GLASS DOORWALL ioseunaer & Songs 


New Orleans, La. 


Binswanger & Company 
1510 Main 
Superbly styled of lustrous satin-finish aluminum to harmonize mt Bena 
perfectly with every interior decor. Narrow vertical stiles offer 451 W. Glst Street 
a view unequalled in the sliding glass door field. Pritchard Paint & Glass Co. 
Despite custom construction and luxury appearance, the Galamt 96. Florigs 


Sky-Vue costs little more than all-wood or wood and Southern Supply Distr. 
. ° . : . 482 Riverside Ave 
aluminum combination doorwalls. Doorwalls built by Horizon have been Jacksonville, Florida 
installed by the thousands in tract and custom homes Ed Westlake Window Corp. 
gait? 751 Chestnut St., N.W 
all over the country. Ask your nearest distributor for Atlanta, Georgia 
‘the tails or write. Schubert Lumber Co. 
furt er details or writ 1400 Block Washington Ave 
Knoxville, Tenn 
Metal Building Products, Inc. 


a product of 2700-23rd Street North 
me 4 ae St. Petersburg, Florida 


z 























door company, inc., 1426 Flower St., Glendale 1, Calif. 
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association 
directory... 


Associations serving Building Supply Dealers in 
Southern and Southwestern states—and served 
by SOUTHERN BUILDING SUPPLIES 


Alabama Building Material Exchange — 519 Stallings 
Building, Birmingham 3, Ala. Executive Secretary: Mrs. 
Mary K. Harless. Tel. 7-3195. President: Peter Fyfe, 
Birmingham, Ala 


Arkansas Association of Lumber Dealers — 727 Pyramid 
Building, Little Rock, Ark. Secretary: E. DeMatt Hender- 
son. Tel. 8283. President: Robert R. Stair, Little Rock, 
Ark. 


Building Material Merchants of Georgia— 1050 Ponce de 
Leon Avenue, N. E., Atlanta, Ga. Counselor: Joseph G 
Rowell. Tel. Elgin 5329. President: Allen Johnson Sr., 
Albany, Ga 


Carolina Lumber and Building Supply Association — | | 4 
Builders Building, Charlotte, N. C. Secretary-Manager 
E. M. Garner. Tel. FRanklin 6-5541. President: W. M 
Spurrier, Charlotte, N. C 


Florida Lumber and Millwork Association — 2218 Edge 
water Drive, P. O. Box 7125, Orlando, Fla. Secretary- 
Treasurer: Mrs. Marie M. Bennett. Tel. 2-3761. Presi- 
dent: Ray C. Tylander, West Palm Beach, Fla. 


Kansas Lumbermen’s Association—Room 212, Farmers 
National Bank Building, Salina, Kan. Secretary: Marvin 
Von Fange. Tel. 4607. President: Henry C. Wildgen, 
Hoisington, Kas. 


Kentucky Retail Lumber Dealers Association — Knott 
Building, Lebanon, Ky. Exec. Vice-President: Donald A. 
Campbell. Tel. 74. President: H. L. Shannon, Henderson. 


Louisiana Building Material Dealers Association — 528 
Florida Street, Baton Rouge, La. Exec. Vice-President: 
R. Needham Ball. Tel. 2-4080. President: Shelby Hill, 
Monroe, La. 


Lumbermen’s Association of Texas — 304 First Federal 
Savings Bldg., Austin, Tex. Executive Vice-President: 
Gene Ebersole. Tel. PReston 9157. President: Harvy L. 
Richards, New Braunfels, Tex. 


Middle Atlantic Lumbermen’s Association—1528 Walnut 
Street, Room 1123, Philadelphia 2, Pa. Executive Direc- 
tor: Robert A. Jones. Tel. PEnnypacker 5-5377. President: 
W. R. Lamar, Washington, D. C., 


Mississippi Retail Lumber Dealers Association — 607 
North State Street, P. O. Box 1968, Jackson 115, Miss. 
Secretary-Treasurer: E. B. Lemmons. Tel. 3-2077. Presi- 
dent: Sam Simmons, Grenada, Miss. 


hk Sal 





National Association of Commission lt 
—Wall Building, 3903 Olive Street, St. Louis 8, Mo. 
Secretary-Manager: G. R. Gloor. Tel. Lucas 0025. Presi- 
dent: James Grant Jr., Williamsville, N. Y. 


National-American Wholesale Lumber Association—4 | 
East 42nd Street, New York 17, N. Y. Secretary-Directing 
Manager: Sid L. Darling. President: Roy M. Janin, Port 
land, Ore. 





National Building Material Distributors Association—| | | 
W. Washington Street, Chicago 2, III. General Manager: 
S. M. Van Kirk. Tel. Franklin 2-3149. President: H. M 
Dooley, Saginaw, Mich. 


National Lumber Manufacturers Association — 1319 
Eighteenth Street, N. W., Washington 6, D. C. Exec. 











~~ Serving the needs 
of RETAIL 
LUMBER DEALERS 


A good lumber mill, like a good lumber yard, 
has a policy of operation that gives it a 
distinguishing business character. 


Here at Rosboro, the outstanding operation 
policies are these: 
. Rosboro was built to serve retail dealers. 


. Dependable source of supply. Because Rosboro 
has been in business a long time, we know the 
importance to retailers of quality kiln dried 
lumber, of uniformity, and of a dependable 
source of supply. 

. Old growth Douglas Fir and West Coast 
Hemlock, from our own McKenzie stands, 
is made into Rosboro lumber in a modern mill. 


4. Honest prices and fair dealing is an established 
Rosboro policy. 

. Flexible, integrated operation, with stabilized 
ownership, assures retail yards of prompt, 
reliable follow-through on orders. 

. Quick understanding service, and knowledge 
of your needs, is the result of long association 


by Rosboro with retail lumber yards, 


Your inquiries are invited on mixed cars 
of kiln dried dimension and shed uppers. 


Free bookle 
“This is Rosb 


is available 


we 
* 


~ Se Ss 
: ” ie 


ROSBORO 


eS eS ome i) i wy, me 4 
Springfield, Oregon™ 
HIGH QUALITY DOUGLAS FIR AND WEST COAST HEMLOCK 
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WELDWOOD WIZARDS — 


each a fast-selling, multi-use, 
constant repeater! Recommend 
them all with confidence! 


Weldwood 
Plastic Resin GLUE 


America’s largest selling wood glue 
Highly water-resistant. Makes a joint 
stronger than the wood itself. Rot 
proof, stain free. In over-the-counter 
cans, also large sizes. 


NEW! Weldwood 
PRESTO-SET GLUE [CPMerE 


The first white glue worthy of the PRESTO-SET 
Weldwood name, Ready to use—sets , GLUE 4 j 
in minutes—bonds like magic. For ins 
desk, home, kitchen, hobby, school, 
etc. In tubes, jars, squeezer bottles. 


NEW! Weldwood 
CONTACT CEMENT 


Bonds without nails,clamps or presses, 
instantly on contact. 3 big markets: 
(1) For applying plywood panels to 
walls, without nails; (2) for apply- 
ing Micarta and other laminates; 
(3) 1001 uses in home, shop, garage. 
In tubes, bottles, cans. 


FIRZITE 


2 types, White or Clear. White Firzite © 
for “woodsy” blond or pickled finishes 

on any wood; tint it with colors-in-oil. 

It’s also a “must” undercoater on fir 
plywood. Clear Firzite tames unsightly 
wild grain on all soft wood or fir 
plywood stain jobs. 


oo ® 

SATINLAC 

SATINLAU: 1) Cash in on the trend to natural finishes 
on furniture, paneling, woodwork. 
Recommend SATINLAC to bring out 
and preserve the full wood beauty. 
Gives that expensive hand-rubbed 
look. Won't darken or “yellow.” 


enaail ORDER NOW! ORDER ENOUGH! 
UNITED STATES PLYWOOD CORPORATION 


World's Largest Plywood Organization 


New York 36, N. Y. 
and U. S.-MENGEL PLYWOODS, INC. 


Louisville 1, Ky. 


Branches in Principal Cities—Distributing Units in Chief Trading Area 


Vice-President: Leo Bodine. Tel. Decatur 2-1050. Presi- 
dent: James R. Bemis, Prescott, Ark. 


National Plywood Distributors Association — 20 N. 
Wacker Drive, Chicago 6, III. Managing Director: Charles 
E. Devlin. Tel. Financial 6-2871. President: M. C. David- 
son, Houston, Tex. 


National Retail Lumber Dealers Association — 302 Ring 
Building, 18th and M Streets, N. W., Washington 6, D. C. 
Executive Vice-President: H. R. Northup. Tel. NAtional 
6757. President: Watson Malone Ill, Philadelphia, Pa. 


Oklahoma Lumbermen’s Association — 815 Leonhardt 
Building, Oklahoma City, Okla. Secretary-Manager: 
W. M. Morgan. Tel.: 7-0338. President: Alfred L. Leon- 
hardt, Oklahoma City, Okla. 


Producers Council—1C0! Fifteenth Street N. W., Wash- 
ington 5, D. C. Managing Director: John L. Haynes. 
Tel. Executive 3-1213. President: William Gillett, Detroit, 
Mich. 


Southern Builders Supply Association—8 14 Howard Ave- 
nue, New Orleans, La. Secretary: Herbert Jahncke. Presi- 
dent: Fred J. Grace Jr., Baton Rouge, La. 


Southern Sash and Door Jobbers Association—920 Sterick 
Building, Memphis 3, Tenn. Secretary-Treasurer: Thomas 
Birchfield. Tel. 8-4588. President: James M. Green, 
Orangeburg, S. C. 


Southern Wholesale Lumber Association—McMillan Bank 
Building, Livingston, Ala. Secretary-Manager: Robert F. 
Darrah. Tel. 3051. President: B. A. Dukes, Laurens, S. C. 


Southwestern Lumbermen’s Association—5 | 2 R. A. Long 
Building, Kansas City 6, Mo. Secretary-Manager: G. Ken- 
neth Milliken. Tel. Victor 2265-6. President: Sam M. 
Arnold, Kirksville, Mo. 


Hennessee Building Material Association—7 | | Broadway, 
N. E., Knoxville 17, Tenn. Secretary-Manager: R. O. 
Brownlee. Tel. 2-0185. President: W. S. (Red) Sexton, 
Knoxville, Tenn. 


Virginia Building Material Association — 3305 Monu- 
ment Avenue, Richmond 21, Va. Secretarv-Manager: 
Harris Mitchell. Tel. 6-1749. President: Forrest G. Brice, 
Ashland, Va. 


West Virginia Lumber and Builders Supply Dealers Associ- 
oation—P. O. Box 1589, Fairmont, W. Va. State Secretary: 
Sam H. Diemer. Tel. 364. President: George W. Kelly, 
Charleston, W. Va. 











What's New with You? 


This regional merchandising magazine is not only 
FOR YOU but we want more of it to be ABOUT 
YOU! It’s dedicated to keeping building material 
merchants in the South and Southwest informed as 
to the latest and best merchandising and operating 
methods. It also publishes significant news concerning 
individual dealers. 

Whenever your firm is changing key personnel, ex- 
panding its plant, adding new lines, you’ve got some 
news for other dealers and suppliers for this maga- 
zine. Send the facts to us, so we can publish them in 
DEALERS IN THE NEWS or other appropriate col- 


Read the news in SOUTHERN 
BUILDING SUPPLIES first! 
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GREGG & SON, INC. 
FRAMINGHAM, MASS. 
GENTLEMEN: Please send me Brochures and Prices on Gregg Corner 


Cabinets, 


NAME__ 
COMPANY 
ADDRESS- 

- , Aes 
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COMPLETE 
STOCKS 





FINEST 
PLYWOODS 


GREATER 
ECONOMY 


Green Bay @ 


Milwaukee @ 


Decotur @ 


@ Grand Rapids 


Detroit @ 


Columbus 
ew 


' 
' 
i 
i 
i 
: 
' 


bd @ Cincinnati 


Indianapolis « 


---rely on KOCHTON PLYWOOD 


for all your plywood needs in 


large or small quantities 


We can ship immediately from any one of our 14 conveniently located 
KOCHTON warehouses. Also, our huge purchasing power enables us 
to buy at the lowest market price; in turn we pass these savings on to 
you in lower prices. We can supply what you need, when you need 
it and still save you money. Remember that KOCHTON products are 


“as near as your telephone”! 


TEMPERED 








write immediately to be included on our 


Specializing in direct 
mill shipments by 
L.C.L. or C.L. 


PLYWOOD aw VENEER CO., INC. 


NOVEMBER, 1954... 


WAREHOUSES e 


Indianapolis, Indiana © 
Melrose 6-3485 
Minneapolis, Minnesota © 
Granville 2444 
Milwaukee, Wisconsin @ 
Orchard 2-6730 

Detroit, Michigan ® 
Tyler 8-2000 

Decatur, Illinois we 
Phone 3-9741 

Cincinnati, Ohio & 
Capital 1259 


GENERAL OFFICES 


Complete Stocks of HARDWOOD PLYWOODS; FIR PLY- 
WOODS; ALL SPECIES OF DOORS IN HOLLOW AND 
SOLID CORE; CUPBOARD DOORSTOCK; HARDBOARDS, 
AND UNTEMPERED; PERFORATED HARD- 
BOARDS; NEVAMAR PLASTIC LAMINATES; RECLUING 
STOCK; PLY-VENEER; HOMASOTE PRODUCTS. 


mailing list. 


Fort Worth, Texas 
Vinewood 2878 

South Bend, Indiana 
Phon®7-7715 

Los Angeles, California 
Raymond 3-3651 
Columbus, Ohio 
Klondike 3507 
Saginaw, Michigan 
Phone 3-5493 

Grand Rapids, Michigan 
Glendale 6-5466 

Green Bay, Wisconsin 
Hemlock 2-4879 


& WAREHOUSE 


Phone Taylor 9-0800, 509 W. Roosevelt Road, Chicago 7, Illinois 
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3. The New Guide for Home Decora- 
tion. Showing latest Decor-matic 
Colors. Easy to choose, easy to use 

. . a wide variety of modern deco- 
rator-approved color schemes. The 
Decor-matic Dial makes it simple to 
find matching, contrasting or com- 
plementary colors in flat, semi-gloss 
or gloss enamels for walls and trim. 
The Peaslee-Gaulbert Paint & Var- 
nish Company, Louisville, Ky. 


13. Sash Balance. New Pullman - 
my sash balance, the “world’s small- 
est and lightest weight true counter 
balance,” is described in a new cata- 
log sheet. Installation of balance, 
which fits into sash itself, is ex- 
plained. The Pullman Manufacturing 
Corporation, 325 Hollenbeck Street, 
Rochester 5, N. Y. 


15. Plastic Tileboard. New color chart 
shows three patterns and 10 colors of 
AFCO Prefinished Wallpanels. An- 
other booklet pictures various metal 
trims and mouldings. A new “How 
to Install” booklet, as well as a con- 
sumer product folder is also avail- 
able. The A&F Tileboard Co., Inc., 
Box 4085, Alexandria, La. 


19. Metal Moldings. A 20-page il- 
lustrated catalog shows the many 
types of Premier aluminum and 
stainless stee] moldings and trims. It 
gives their uses, application, and di- 
mensions. A price list is included. 
Metal Trims, Inc., P. O. Box 1072, 
Youngstown, Ohio. 


23. Heatilator Fireplaces. Illustrated 
booklet gives complete information 
on famous Heatilator unit. Describes 
the many advantages of the steel fire- 
place form including smokeless op- 
eration, heat circulating feature. 
Builders are assured of perfect op- 
eration—never plagued with com- 


plaints. In many areas Heatilator 
Fireplace is the only source of heat 
needed in the home. Heatilator, Inc., 
Syracuse, N. Y 


29. Awning Windows. Illustrated 
Catalog No. 102 gives size schedule, 
specifications and construction de 
tails on Gate City Wood Awning 
Windows. Complete dealer informa- 
tion is available on request. Write 
the Gate City Sash & Door Co., P. O 
Box 901, Fort Lauderdale, Fla. 


37. Folding eesere. New folder 
describes uses, installation, and sizes 
of Wel-Bilt Fold-A-Way attic stair 
way. Operations are well illustrated 
Wel-Bilt Products Company, Box 95, 
Memphis, Tenn. 


47. Flexboard. A new handbook con 
tains complete information about cut- 
ting and working asbestos Flexboard 
for all indoor and outdoor applica 
tions. Johns-Manville Corporation, 
Box 290, New York 16, N. Y. 


55. Wallboards. Samples and descrip 
tive literature available on Plaster 
gon Duo-Tone and Perfect-O-Cell 
fibre wall boards, along with Lock 
aire decorative and sheathing insula 
tion boards. The Plastergon Wal! 
a Philadelphia Ave., Buffalo 


’ 


63. Home Insulation. A new 16-page 
catalog tells the story of Insulite in 
sulating wool batts, blankets, and 
pouring wool, made of Fiberglas. Ap 
plication instructions and specifica 
tions are included. Insulite, 500 Ba 
ker Arcade Building, Minneapolis 2 
Minn. 


65. Rock Wool Insulation. Folde: 
lists types and sizes of rockwool in- 
sulation products with application 


instructions. “K” factors and “U”’ 
values are given with diagrams of 
typical construction, with and with- 
out insulation. The National Gypsum 
ae es Delaware Ave., Buffalo 2, 
N : 


85. Farm Book. New 16-page book 
showing uses of Celotex products in 
service buildings and the home. 
Fully illustrated. Includes detail 
drawings of application. For selec- 
tive distribution to farm building or 
remodeling prospects. The Celotex 


Comp 120 S. LaSalle St., Chicago 3, 


87. Outdoor Fireplaces. A wide va- 
riety of outdoor fireplaces and grilles 
with descriptions and directions for 
building them are contained in the 
attractive booklet, “Donley Outdoor 
Fireplaces.” It gives selling points of 
Donley fireplace forms, Copy free if 
requested on company letterhead. 
The Donley Brothers Company, 13905 
Miles Avenue, Cleveland, Ohio. 


95. Paint Thinner. Tandrotine — a 
pleasant - smelling, non-toxic paint 
thinner—is described in a new two- 
color folder. It is said to be excellent 
for cleaning brushes, removing paint 
and grease, dissolving wax, and other 
household uses. Turpentine and 
Rosin Factors, Inc., Savannah, Ga. 


107. Red Cedar Shingles. A 100-page 
handbook describes proper methods 
of applying Certigrade shingles on 
roofs and exterior walls. This illus- 
trated “shingle encyclopedia” is de- 
signed for dealers, architects, and 
builders. The Rec Cedar Shingle Bu- 
—_ 551C White Building, Seattle 1, 
/asn. 


(Continued on page 13) 





SOUTHERN BUILDING SUPPLIES 
806 Peachtree St., N. E. 
Atlanta 5, Ga. 


Gentlemen: 


Name___ 


Please send me the bulletins and catalogs indicated. 


(Print Plainly) 


= ee 


November, 1954 





Company___ 


Address 





City & State. 











Circle numbers below. Bulletins and catalogs 
will be mailed promptly. 
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5 well-stocked distribution warehouses to serve you 


V ATLANTA— 920 Glenwood Ave., SE, DI. 1331 
V CHATTANOOGA— 801 Bluff Street, 5-3423 
V CHARLOTTE— 2121 Thrift Road, ED. 2-4103, 2-4104 





V JACKSONVILLE— 3511 Walnut, 6-4834 
V MIAMI-— 294 N. E. 67th, 89-7860, 78-6900 


ATLANTA GCAK FLOORING CO. 


General Offices and Plant — ATLANTA, GEORGIA 


‘Praducing the finest flaaring available for mare than 30 years! 
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Gee color one side ...a second 
color on the reverse side... 
that’s the big news in wallboard. 





Yes, double-color is yours to offer customers with DUO-TONE, the 
newest pre-decorated wallboard in the complete Plastergon line. 


DUO.-TONE is available in 4 colors: twilight rose, ivory, suntan, and 
seafoam green. And you can have these colors back to back in any 
conceivable combination for Plastergon makes them all. 


Consider what such a color line means to your customers, New 
decorative schemes are possible. New colors can be added to homes, 
offices, and displays. Furthermore, you can offer these many colors 
with less storage space because as few as two different boards can 
enable you to offer all four colors. 


DUO-TONE is four-ply, 3/16” thick and is offered at no increase in 
price over plain board of the same specifications as our Economy 
brand. It’s available in panels 48” wide and from 6 to 12’ long. 


SEND FOR SAMPLES TODAY 


4 BASIC COLORS—BACK 
TO BACK 

Seafoam green, suntan, twilight 
and ivory ‘ 


6 COMBINATIONS 
Seafoam green and suntan—seafoam 
green bers twilight peep . 
green and ivory—ivory suntan—_— 
ivory and twilight rose—twilight 
rose and suntan, 


You pay no more for Duo-tone’s back 
to back feature than for plain board. 


A COMPLETE COLOR LINE 
WITH LESS SPACE 
Offer all four colors with only two 
boards. Choose your own 
tions—save space. 


MAMMOTH, 1/4” pebbled wallboard ¢ PERFECT-O-CELL, 3/16” pebbled wallboard * BUCKSKIN, 1/10” pebbled wallboard 
DUO-TONE, two colored wallboard « ECONOMY, ivory finish wallboard * EBONY, 1/8” asphalt board * LOCKAIRE, 
1/2” and 25/32” asphalic board « LOCKAIRE PAINTCOTE, 1/2” insulating board * BUDGETAIRE, 5/16” insulating board 


PLASTERGON PRODUCTS 


Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





ee 


l ESIDES helping to speed construction in today’s booming industrial expan- 
sion, Clay Pipe is one of the most important factors in guarding against 


future plant obsolescence. Today’s new factory may change over in a few 
years to metal pickling, chemical processing or some other manufacturing activ- 
ity requiring the disposal of strong acid wastes. Where Clay Pipe is specified, 
such a change will cause no disposal system difficulties. Clay is the only pipe 
that can safely carry all industrial wastes and sewage without decomposing, 
corroding or rusting. It is the one pipe that is both chemical and abrasion- 


proof. It always pays to specify “Clay” . . . the pipe you can puz down to stay! 


For information on your Clay Pipe problem. write to: 
' } 


OCONEE CLAY PRODUCTS CO. 


MILLEDGEVILLE, GEORGIA 


RIGHT WITH US IN THE SOUTH 


c-447-18 


a | 
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117. Southern Pine Lumber and Oak 
Flooring. Write for complete infor- 
mation on prices, quantity and qual- 
ity. Also, yellow poplar, red cedar 
closet lining and K.D. Pine Flooring. 
W. J. Word Lumber Co., Scottsboro, 
Alabama. 


141, Steel Casement Windows. Folder 
102s with illustrations, details, dia- 
ee and sizes describes Hope’s 
esidence (Holford) Casements and 
Picture Windows, Hope’s Basement 
and Utility Windows are Hope’s type 
“H” Standard Doors. Hope’s Win- 
dows, Inc., Jamestown, N. Y 


143. “How-ell-dor” Sectional Doors. 
Attractive new 8-page catalog illus- 
trates and describes styles and sizes 
of “How-ell-dor” sectional uplift 
residential and commercial garage 
doors. Technical data also supplied 
for “How-ell-dor” accessories and 
electric operators. The Howell Mfg. 
Co., 7206 Hasbrook Ave., Philadel- 
phia 11, Pa. 


161. Ready-Trimmed Window Units. 
Outside-inside trimmed Fenestra res- 
idence steel casement units § are 
covered in 4-page folder, RE-23. 
Includes table of casement types and 
sizes, installation details and infor- 
mation on hardware, inside screens 
and inside storm sash. Detroit Steel 
Products Co., 3227 Griffin, Detroit 11, 
Mich. 


163. Perimeter Heating. Informative 
folder describes correct method of 
laying clay pipe for warm air heating 
ducts. Gives sizes and specifications 
of pipe required as well as plan for 
model system. To obtain, write: W. S. 
Dickey Clay Mfg. Co., 922 Walnut 
Street, Kansas City 6, Missouri. 


165. Window Sash Balance. Catalog 
pages describe spiral balance in 
detail and list correct balance for 
various size and weight windows. 
Caldwell Manufacturing Co.; Dept. 
CLP, world’s only manufacturer of 
both tape and spiral balances, 63 
Commercial St., Rochester 14, N. 'Y. 


177. Resolite translucent structural 
panels. In a 12-page multicolor cata- 
log. Resolite panels of Fiberglas- 
reinforced resin plastic are ane ete- 
ly described, including technical data 
on structural strength and light 
transmission for the eight standard 
colors. A table gives standard sizes, 
corrugations, and weights. Methods 
of application for structural and dec- 
orative uses are shown. Resolite Cor- 
poration, Zelienople, Pennsylvania. 


201. Laminated Panels. Novoply, an 
unusually stable, mosaic-textured all 
wood panel of many uses, and Plank- 
weld, prefinished hardwood plywood 
panels edge-grooved for easy wall 
installation, are described in two 
folders issued by United States Ply- 
wood ate 55 West 44th St., N. Y. 


203 Fiber Glass Insulation. A new 
booklet, “Fiberglas Insulations for 
Light Construction,” includes design 
and application data on Fiberglas 
roll blankets, batt blankets, pouring 
wool, perimeter insulation, and util- 
ity batts. It also gives information 
on condensation, ventilation, and 
other insulation design considera- 
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tions. Owens-Corning' Fiberglas 


Corp., Toledo 1, Ohio. 


229. Awning Windows, Storage Cab- 
inets. Two new booklets in full color 
and illustrated throughout describe 
these outstanding Bilt-Well Products 
Sketches and photos show Awning 
Windows flexibility and character- 
istic features for meety and ease of 
operation. Bilt-Well Cabinets are at 
tractively presented for use through 
out the home. Carr, Adams & Collier 
Co., Dubuque, Iowa. 


233. Western Pines Home Interiors. 
24-page booklet with eight full-colo 
pages shows interiors of all rooms 
finished in knotty and clear paneling 
of Western Pine. Western Pine As 
soziation, Yeon Building, Portland 
4, Oregon. 


239. Aluminum Tension Screens. A 
descriptive catalog sheet and an en 
velope-size folder tell how new 
Burns screens offer the advantages 
of both aluminum and tension-type 
design. Sketches show how easily 
the screens are installed, stored, and 
how they maintain tension through 
the years. Burns Manufacturing Co., 
Louisville, Ga. 


263. Latex Wall Finish. Colorful 
booklet on custom color service from 
a basic white stock at point of sale 
Color service involves no extra cost 
to dealer or customer. Patterned 
after Seidlitz’s patented Multitint 
process for marketing a full color 
range in eleven oil base products 
with no color investment. Seidlitz 
Paint & Varnish Co., P. O. Box 37, 
Kansas City 10, Mo. 


265. North Idaho Spruce. Illustrated 
literature, specifications and finish 
ing instructions for North Idaho 
Engelmann Spruce, the scientifically 
kiln-dried improved spruce that 
makes an ideal wood for interiors, 
furniture, cabinets and exteriors 
Pack River Sales Co., P. O. Box 64, 
Spokane, Wasn. 


275. Preservative for Wood. Colorful! 
booklet is actually manufacturers’ 
section of Sweet’s Catalog — Light 
Construction File. Directions for ap 
plying by brush, spray, or dipping 
lumber is covered thoroughly, and 
recommendations for the use of a 
preservative on “Danger Spots” wil! 
be helpful to dealers, builders and 
architects. The Coppo Company, Inc., 
2342 So. Lauderdale, Memphis, Tenn 


277. Colonial Corner Cabinets. Bro 
chure and prices on the thoroughbred 
line of eorner cabinets. Authentic 
Colonial reproductions in a wide 
range of styles and sizes plus the 
new Gregg Westchester designed for 
ranch homes. Gregg & Son, Inc., 
Framingham, Mass. 


279. Built-Ins With Plywood. Out- 
standing designs for plywood built 
features from Special Awards Com 
petition of “Better Living Home’ 
house design contest are featured in 
the booklet “A Portfolio of Archi 
tectural Designs for Plywood Built 
Ins.” Available from Douglas Fi 
Plywood Association, Tacoma 
Washington. 


283. Storage Space. “More and Bet 
ter Closets” is a new booklet that 


makes suggestions for better coat, 
room, clothes, linen, and other 
losets. It also discusses the effect of 
arious types of roofs on storage 
space in houses. Advantages of 
Supercedar closet lining are given. 
George C. Brown and Co., Inc., 
rreensboro, N. C. 


285. Panel Windows. A new folder 
shows models and sizes of National 
Woodworks panel windows. Unit di- 
mensions for rough wall openings 
ire given for group, single, and rib- 
bon units. National Woodworks, Box 
1416, Birmingham 7, Ala. 


287. Rosboro Lumber, “The Story of 
Roshoro” is a new booklet that tells 
the history and aims of this producer 
of Western woods. Photographs show 
logging operations, aerial view of 
the plant, and other steps involved 
in producing Rosboro kiln-dried 
lumber. Rosboro Lumber Co., Spring- 
field, Ore. 


289. Folding Doors. A new presenta- 
tion booklet covers advantages of 
an advertising material for Veni- 
flex folding doors. Color chips show 
finishes available. A chart lists prices 
and shipping weight for various 
models and sizes. Consolidated Gen- 
eral Products, Inc., Dept. SBS, P. O. 
30x 7425, Houston 8, 


291. “America’s Finest” Doors. A free 
descriptive folder outlining the ad- 
vantages of the Paine REZO hollow 
core flush door, which is available 
in any type of wood and can be 
custom-built to fulfill any decorative 
design imaginable for either interior 
or exterior use. Paine Lumber Co., 
Ltd., P. O. Box 360, Oshkosh, Wis. 


293. Precast Stone. “Heather Stone 
Makes A Home Out of Your House” 
is a new salesman’s manual that 
helps teach how to sell precast stone 
jobs. It tells what the product is, 
what it does. A colorful consumer 
folder, showing interior and exterior 
Heather Stone applications, also is 
offered. Southern Heather Stone 
Sales Corp., 1417 Liberty St., N.E., 
Winston-Salem, N. C. 


295. Garbage Disposer. A catalo 
heet shows a cut-away drawing o 
the Disposalux garbage disposal unit 
to illustrate how its built-in centrifu- 
gal pump works. It explains how 
even corn husks, glass, and rags are 
pulverized, and how safe the-unit is 
around children, since cutting teeth 
are stationary. Diamond Machine 
Tool Co., 5111 Coffman-Pico Rd., 
Pico, Calif. 


297. Wood Preservative. Celcure 
processed lumber and wood preserv- 
ative are the subject of a brochure 
and three pamphlets, “Processed 
Lumber,” “Here’s an Easy Way to 
Make Lumber Last Years Longer,” 
and “How to Build a Long Life 
Fence at Low Cost.” American Cel- 
cure Wood Preserving Corp., 1074 
East 8th Street, Jacksonville, Fla. 


299. SSIRCO Building Products. Illus- 
trated literature, newspaper adver- 
tising mats, instruction sheets, and 
price lists are available on roofing, 
iding, plywood, wallboard, insula- 
tion, garage doors, and screening 
Advertising Department, Southern 
States Iron Roofing Co., P. O. Box 
1159, Savannah, Ga. 
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The “salesational” Carey line 


Q 


“Take it from me, there are plenty of profit 
opportunities when you feature fast-moving 
Carey products! Today, color plays a big part 
in home building and remodeling. Folks 
want the newest, finest colors in roofing 
and siding. But that’s not all! Quality and 
long life must be there, too! Carey products 
have both—and they’re priced to meet 
competition, with plenty of room for a good 
profit in every sale!” 


Double-Sealed Careystone Asbestos Siding... Water rolls right off 
Careystone, now double-sealed with tough plastics and Silicones 
to seal out the weather . . . protect the siding from fading and 
discoloration. Never needs painting or preservative treatment. 
Beautiful paste! shades in a striking variety of colors and a hand- 
some striated texture win instant customer approval! 


NOVEMBER, 1954... 


Better check the complete Carey line and 
see how you can line up profits! Powerful 


sales promotion and national advertising 
help make selling Carey products mighty 
easy. And remember—no matter what your 
needs, Carey offers you one-source service, 
with all its time-saving and money-saving 
advantages! You get prompt delivery. Call in 
your Carey representative—or use the handy 
coupon below. 


Carey Thick-Butt Asphalt Shingles... You can highly recommend 
Thick-Butts for low-cost re-roofing or new construction. They're 
extra-thick, extra-tough, built to provide extra weather and wind 
resistance. Three-shingles-in-one, they go on faster, save the 
builder time and application costs. Available in glowing, new 
Sno-Crest pastel blends. 
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Carey Fire-Chex Shingles ... Distinctive in beauty, unmatched in 
performance, Fire-Chex are especially designed for application 
in gorgeous shadow-blend designs—copyrighted as “works of 
art.” They're the first and only shingles ever rated Class A* for 
fire safety—the highest rating ever achieved by any roofing 


material! (*without asbestos underlayment) 


is bringing in the Cash! 


Durable, Washable Ceramo Siding... The asbestos siding with a 
permanently glazed surface. Dirt and stains wash away with 
ordinary detergent and water, quickly restoring its rich, fresh 
beauty! Available in deep-tone Sherwood Green, Granite Gray, 
Congo Brown or brilliant Ceramo-white. 


t 


bibe 


The Philip Carey Mfg. Company — Dept. SBS-11 
211 East 11th Street 
Houston, Texas 


Use this handy coupon 


Serving Home, Farm and 
Industry Since 1873 Please send us, without obligation, literature on the following 
(1) Fire-Chex Shingles (_] Careystone Siding 
[-] Thick-Butt Shingles (CD Ceramo Siding 

{([] Have your represe 


NAME 


COMPANY_ 
The Philip Carey Mfg. Company 
Lockland, Cincinnati 15, Ohio 


ADDRESS 


@eeeeeeeeaee ee eee ee ee eee 
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YOUR 
CUSTOMERS 
CAN BUY PAINT 
ALMOST 
ANYWHERE 








BY LUMBER 


DEALERS 


When the public wants lumber, it goes to ERE SE Ro aN AT 
o lumber yard...and usually buys other > a 

items, too. For increased profit stock na- WEST COAST LUMBER 
tionally advertised West Coast Lumber 

... Douglas Fir, West Coast Hemlock, 

Western Red Cedar and Sitka Spruce. 


Send for folder describing free advertising and promotional material. 
West Coast Lumbermen's Assn., 1410 S. W. Morrison, Portland 5, Oregon 
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_—_——v, : More dealers every day are piling up extra profits 
ta : i. with new Shingle n’ Shake Paint! They'll tell you 
: 3 it's the “hottest” exterior finish to come along in 
years. Why? Because it answers today’s great de- 
mand for a “breather” type finish that is perfect for 
all rough exteriors—shingles, shakes, rough-sawed 
siding, brick, cement, stucco and asbestos shingles! 
Velvety smooth—easy to apply—Shingle n’ Shake 
comes only n modern, consumer-approved colors 
that move off your shelf! 

There is an enormous ready-and-waiting market 
for Shingle n’ Shake Paint. Tap this market in your 
trading area and give your exterior paint business 
the biggest boost it’s ever had! Stock and display 
Shingle n’ Shake Paint now. Ride this winner—the 
first product of its kind to be nationally distributed! 


Get the full story. Write today! 


‘*Piles on’’—hides so well one coat 
covers! Long wearina—alkyd reinforced! 
g i 








THE LOWE BROTHERS COMPANY «¢ DAYTON, OHIO 


Lowe Brothers 


PAINTS - VARNISHES 
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NIVERSARY 


1904 - 1954 
HUTTIG MILL 














Producers of 


FROST GOLDEN PINE 
FLOORING @ HARDWOODS 


TREATED MATERIALS 
Pigee | OUTDOOR FURNITURE 
| FOREST PRODUCTS DIVISION [aMEe MATHIESON CHEMICAL CORP. | 


SHREVEPORT LOUISIANA 








NOVEMBER, 1954 . . . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





what 


WY 


for vyers? 


b eelll 














ALUMINUM 
AWNING WINDOWS 








Built of extra-heavy aluminum to give the utmost rigidity 

. . sturdiness . . . and faultless operation, Ualco Awning 
Windows have gained the confidence, and with it the 
preference of homeowners and buyers, and the building 
industry. 

Thoroughly use-tested and engineered to include every 
desirable advance feature, they have created a demand 
that makes them a sales leader throughout the country. 


“FINGER-TIP’ ... Linkage, with ollite bearing roll- 
ers, is attached to each end of the torsion bar... actuates 


“STRIP-PROOF" « « « Heavy-duty built-in cam 


lock unlocks, opens vents and automatically locks them in 
any desired position, closes and locks them. No separate 
locking. No gear stripping. 


SOME OF MANY OTHER FEATURES: Top Vent Lowers About 4 Inches To Permit Easy Cleaning From 
Completely Weatherstripped . 
- Jiffy-Quick Sill Clips Make Installation Easier. . 


Inside . . . All Vents Open Up To 90 Degrees . . 
Completely Surrounds Window . . 
of Sizes. 


ba] op 


CASEMENT 





RANCH 


each side of vents uniformly. Permits “finger-tip’ action 
for all operations. 


El 


2 (LI 


Twinsue 


Integral Fin 
Complete Range 


To 


— 














worrta BASEMENT 


UALCO — WORLD'S LARGEST MANUFACTURER OF ALUMINUM WINDOWS 


VALCO WINDOWS ARE UNCONDITIONALLY GUARANTEED AGAINST OEFECTIVE MATERIALS ANO WORKMANSHIP 


SOUTHERN SASH SALES & SUPPLY CO. 
SHEFFIELD, ALABAMA 


WAREHOUSES AND SALES OFFICES: 


Canton, Ohio; Elizabeth, N.J.; Hialeah, Fla.; Florence, Ala.; Montgomery, 
Ala.; Van Nuys, Calif; Greensbore, WN. C.; Aurora, iM.; Ruston, La.; 
Kansas City, Me 
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BE A ONE-SOURCE 


alcO pgaicer... ¥ 
“A WINDOW FOR pees —— 
EVERY OPENING” shape 


_ SOUTHERN SASH SALES & SUPPLY CO. 
* SHEFFIELD, ALABAMA 


entiemen 


DEPT. SBS 


Piease rush technical data and prices. 


eee 
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“Takes less pressure 


g’/ 
7 


for a clean, even cut 


says FRED HARRIS 
of Guy Smith Hardware, 
Richmond, Va. 


TRY THE 
““BLINDFOLD TEST”’ 
YOURSELF! 


Cut L-O-F first, last, or in-between 


the other brands. Run any kind of 3 I ; ; 
Young Fred Harris has cut a lot of glass. But L‘O-F’s 


“Blindfold Test’? proved something new to him about 
have fewer bad cuts, less waste glass-cutting. 


a cut you want. You'll see why you 


and more profit with L-O-F. He made several cuts on four well-known brands of 
single-strength glass. Each piece was marked only with 
a letter—-W, X, Y or Z. He picked “2” every single time 
as the eastest to cut— and “<”’ was L:O-F! Twenty-eight 
are listed under “Glass” in the out of thirty dealers who took this test picked L°‘O-F 


Call your nearest L-O-F Dis- 


tributor. These local businessmen 


yellow pages of phone books in “This certainly proves to me that L’O‘F is easiest to 
many principal cities. And send cut,” said Mr. Harris. ‘“‘A nice light stroke does it, then 
for your free booklet— “For she snaps off clean and quick.” 


‘ : L:C::F Window Glass is easiest to cv.t into big pieces, 
Greater Profits in Window Glass”. 5 | 


little pieces, angled pieces, curved pieces. You can even 
Write Libbey-Owens-Ford cut off narrow strips with a light, easy stroke. 
Glass Co., 608 Madison Ave., L:O:F cuts easiest because it is annealed more 
: slowly, more patiently. That makes it less brittle and 
Toledo 3, Ohio. Pisa. ge 
more “even” in structure—so it’s a safer buy for your 
customers, too. 
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HOW TO GROW 


PROFITABLY 


IN THE BUILDING SUPPLY BUSINESS 


“We grew with 


Cortain-leed |” 





says secretary and treasurer of Tennessee 
firm celebrating its 50th anniversary 


“We have never, in all our 50 years, bought an item 
anywhere else if it was a product obtainable from 
Certain-teed,” states T. B. Guthrie of Guthrie, 
Bradley & Jones, Inc., a Southern building and hard- 
ware supply firm celebrating its 50th Anniversary 


this vear. 

“The quality of Certain-teed products is tops,’’ con- 
tinues Mr. Guthrie. “The price has always been in 
line. and our relationship with Certain-teed has 


always been the best.” 


Cortain-teed 


REG. U.S. PAT. OFF 





Quality made Certain ... Satisfaction Guaranteed 





(Above) Original store of 
Guthrie, Bradley & Jones, 
Inc., Sweetwater, Tenn. 


(Left) Present store. 
(Below, left to right) 7+ 
Guthrie, Secy. and Treas.; 


J. R. Bradley, Vice Pres.; 
0. K. Jones, Pres. 


Aiea 


# . } LOOFING 


TA re 


SIDING 


It takes many things to keep a building supplies busi- 


ness growing steadily over 50 years. It takes progres- 
sive planning, sound merchandising, and plenty of 
hard work. And it takes a line of building materials 


your customers can count on for top quality and 


full value 


celebrating ir own first 50 we at 


Now 
Certain-teed are 
Guthrie, Bradle 


made some contribution to their success, 


years, 
oud of our long association with 


& Jones, and are pleased to have 


CERTAIN-TEED PRODUCTS CORPORATION 


ARDMORE, PENNSYLVANIA 
EXPORT DEPARTMENT: 100 EAST 42ND ST., NEW YORK 17, N.Y, 
ASPHALT ROOFING © SHINGLES « * ASBESTOS CEMENT ROOFING AND SIDING SHINGLES 
GYPSUM PLASTER © LATH © WALLBOARD © SHEATHING © ROOF DECKS 
FIBERGLAS BUILDING INSULATION © ROOF INSULATION © SIDING CUSHION 
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SHAKERTOWN 
SIDEWALLS 


to complete more homes faster 
under the most severe conditions 


Double- coursed 
kertowns are casy 
to apply , provide wide 


. | : : : 
SIDEWALLS ——" distinctive 


Weather won’t hold up construction—when you 
use Shakertown Sidewalls. These No. 1 cedar shingles 
are truly factory finished, require no further staining 
or painting on the job. 


Weather ofter. means delay on project homes— 
and costs mount quickly. Shakertowns are available 
in quantity. No skilled labor needed—a strip of ship- 
lap for nailing guide is the only ‘“‘extra’”’ in the way of 
equipment. 


Weatherdemonstrates Shakertowns’ inherent ad- 
vantages. Cedar shingle exteriors have millions of tiny 
air cells—nature’s perfect insulation—to provide homes 
that are warmer in winter, cooler in summer. Cost less 
for maintenance and upkeep, too. 


Get the SHAKERTOWN Factslif you have an 
important job coming up, why not find out how 
Shakertown Sidewalls can save you time and money 

increase your profits, too! Write, wire or phone the 
address below—today. 


at 
WIRCO 


j 





B-PROVED! 
aii OVED — 


Make full use of these 
Shakertown Advantages 


No staining or finishing on the job. Shaker- 
towns come ready to apply. 


Quick, easy application at low labor cost. 
No scarce or critical materials required. 


Wide range of colors and styling gives dis- 
tinctive appearance. 


a . » « Build with Shakertowns! — 











THE PERMA PRODUCTS COMPANY 
5455 Broadway Cleveland 27, Ohio 


"SOUTHERN STATES 


pel IRON ROOFING COMPANY 





Berier Your Score 2y) MM IF 


SELL KNOWN QUALITY... 
YOU'LL PROFIT MORE 


faviel (FOULANSBEE 
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The most successful dealers—year in and year 
out—are those who sell known brands, nationaily 
accepted for their high quality. The customer 


satisfaction that quality products earn means 


pa 


repeat sales and priceless goodwill for you. 


SSirco-distributed products are all nationally 
known and nationally advertised to make your 
selling job easier . . . and your profits higher. 
Our ample stocks and prompt delivery are your 


assurance of meeting the demand. 


Remember—the “long run” begins right now. 
So begin now to enjoy the advantages of buying 


from SSirco. You'll better your profit score in ‘54. 


LMA GN NM TE Ml 


sy 


HU 
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OUR COMPLETE STOCK SAVES 
YOU TIME AND MONEY! 


ALUMINUM 
Reynolds LIFETIME sheet, bar, rod; 
architectural and structural shapes; 
roofing, siding, and accessories; rain 
carrying equipment. 


STEEL 
Hot and cold rolled sheets, fabricated 
or flat; roofing, siding, and accessories; 
rain carrying equipment; steel drums; 
fence posts. 


BUILDING MATERIALS 
Plywood, Flush Doors, board form insu- 
lation and Hardwood, Batt and blanket 
form insulation. 


Miami-Carey cabinets, Shakertown cedar 
shingles, Louvers and ventilators, Bar- 
clay plastic-coated panels, Alsynite 
translucent glass fiber panels. 
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SSIRCO SERVES THE SOUTH 


Southern States Iron Roofing Co. 


Louisville, Ky. 
Columbia, S. C 
Raleigh, N. C 
Richmond, Va. 


Birmingham, Ala. 
New Orleans, La. 
Nashville, Tenn. 
Memphis, Tenn. 


Tampa, Fla. 
Miami, Fla. 
Jacksonville, Fla. 


Savannah, Ga. 
i Xilclsiic Man C1: P 
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with WA RET windows 
— and Dealers build big volume! 


Ge a WARE 
MINUM WINDOWS 
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f OVERNIGHT SERVICE to most cities,— 
made possible by Ware’s strategically 
located warehouses in Chicago, Newark, 
Houston, and Atlanta! 

A FULL LINE to meet your varied needs. 
Whatever your next requirement may be, 
it'll pay you to check the Ware quality line 
before you choose. 

PROVEN VALUE that's paying off year 

3 after year in thousands of installations 
from coast to coast. 


Get ALL the profit-building facts. Write Dept. S-11 today. 


llaniran GG PRE Unda 


Ware Laboratories, inc., 3700 N.W. 25th St., Miami, Florida 


MEMBER OF THE ALUMINUM WINDOW MANUFACTURERS ASSOCIATION 


The Casement with the Quality Reputation 


‘ a window 
The Economy Priced. Awning Window 


INTERMEDIATE AWKING WINDOW 
Tite industry's Luxury Awning Window 


WARE-TITE JALOUSIES 


Proven All-Weather Protection 


WARE PROJECTED window 
. Ragged, monumental construction 


THE ECON-O-WALL WINDOW 
Brings the Outdoors “Indoors” 


Hime. Me 
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Mortgage Drouth Over? 


Thanks to industrial spotlighting of 
the problem and Congressional will- 
ingness to help solve it, a flow of 
mortgage funds to finance homes 
“in the hinterland”—remote areas 
where capital is lacking and minority 
housing is not considered good risk 
—appears to be in sight this year. 

Albert M. Cole, administrator of 
the Housing and Home Finance 
Agency, scheduled a series of meet- 
ings for the 16 regional sub-commit- 
tees that have just been held 
throughout the nation in accordance 
with provisions of the Housing Act 
of 1954. These sub-committees will 
operate under the policy direction 
of the HHFA administrator and in 
consultation with the National Home 
Mortgage Credit Committee, which 
he appointed in implementing the 
Voluntary Home Mortgage Program. 

Both the national and the region- 
al sub-committees are responsible 
under the housing act for facilitating 
the flow of funds for Federally in- 
sured and guaranteed home loans to 
small and remote communities and 
to minority groups. Prospective bor- 
rowers in areas to be designated for 
the operation of the program will be 
assisted by the sub-committees in 
finding private lenders willing to 
make FHA-insured and VA-guar- 
anteed home loans. Similar assist- 
ance will be available for financing 
minority housing in areas where 
mortgage funds have been difficult 
to obtain. 

The program is supported by life 
insurance companies, savings banks, 
commercial banks, savings and loan 
associations, mortgage companies, 
homebuilders, and real estate boards. 
All are represented on the national 
committee. Henry J. Munnerlyn, 
NRLDA past-president, serves as an 
advisory member. 

The sub-committees will include 
representatives of financing institu- 
tions and the homebuilding industry. 
Each will have its own chairman and 
an office with an executive secretary 
and a small staff in charge. Arthur 
W. Viner has been appointed execu- 
tive secretary of the national pro- 
gram by Cole. He will direct opera- 
tions through the regional offices and 
committee groups. 

Southern and Southwestern states 
are grouped in regions as follows: 

Delaware in Region 3 with Penn. 

Virginia, Maryland, West Virginia, 
and D. C. in Region 4. 

North and South Carolina in Re- 
gion 5. 

Alabama, Georgia, and Florida in 
Region 6. 


Tennessee and Kentucky in Region 
‘. 

Kansas, Oklahoma, and Missouri 
in Region 11 with Colo. 

Arkansas, Louisiana, and Missis 
sippi in Region 12. 

Texas with New Mexico in Region 
13. 


FHA Breaks Bottleneck 


At the behest of the National Assn 
of Home Builders and other industry 
groups, Federal housing authorities 
last month broke the bottleneck that 
was holding up a vast amount of 
FHA-insured home construction by 
resorting to the use of qualified pri 
vate appraisers for lack of sufficient 
ones in the agencies. 

“The response to the President’s 
housing program has been so tre 
mendous,” explained Norman P 
Mason, commissioner of the Federal 
Housing Administration, “the staffs 
in the FHA field offices have not 
been able to handle the volume of 
applications being filed. That is why 
we have relaxed a long-standing rule 
and authorized the use of fee ap 
praisers as a temporary measure to 
improve FHA service to the home 
buying public.” 

Commissioner Mason stressed the 
temporary and restricted use of 
FHA’s new fee appraiser plan. He 
shortly announced that September! 
was the biggest ninth month in the 
20-year history of FHA in applica- 
tions for mortgage insurance, The 
more than 67,000 unit applications 
were the highest monthly volume 
since 1950. 


“Last Stand for P. E.”’ 


HHFA Commissioner Al Cole told 
the directors of the National Assn 
of Home Builders at their meeting 
in New York City last month that 
“this is perhaps our last chance—and 
our big chance—to show what pri 
vate enterprise can do in the lower 

income and minority housing field 

And I know that you recognize that 
this may be your last chance to do 
this job. It is not an easy challenge, 
but it is one that we both sought out 
of our ingrained belief in the func 
tions of private enterprise in a free 
world and free economy. It is one 
that I am confident you can carry 
out. You now have the tools you 
asked for to get started. Put then 
to work!” 

With these challenging words Cole 
ended a straight-forward speech in 
which he congratulated the home 
builders on the big job they had 
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lone to meet the normal housing 
eeds of the nation. He recalled that 
he President’s advisory committee 

) housing had requested legislation 

which the private builders could 
have maximum opportunity to effect 
lum rehabilitation and urban re- 
ewal housing, and then asserted: 

“What you are now dealing with 

not just the general market, but 
ilso with families whose limitations 
must be understood and sympathized 

th—and for whom housing must 
be provided within those limitations 

“This must be done. For this 

um problem—this low-incorne and 

inority housing problem—is no 
myth. It is real. It can’t be disposed 
of by any other means than the 
hard way—realistic understanding 
ind practical, imaginative action to 
provide homes that these people can 
ifford.” 

Cole later announced the estab- 
lishment within the Housing and 
Home Finance Agency of a central 
Compliance Division. Its two branch- 

Inspection and Special Investi- 
gations—will be charged with the 
investigative and compliance func- 
tions of the HHFA’s four constituent 
agencies, FHA, Home Loan Bank 
3oard, Public Housing Administra- 
tion, and the Federal National Mort- 
gage Assn. 


Odds ‘n’ Ends 


‘Wage Incentives in Small Business” 
is No. 57 in the series of Manage- 
ment Aids published by the Small 
Business Administration. It explains 
the benefits to both management and 
employees of a sound wage incen- 
tive plan in a small business. 

In recognition of its work in acci- 
dent prevention, the Associated Gen- 
eral Contractors of America received 
the National Safety Council’s award 
of association safety achievement for 
the second time in three years. The 
frequency of lost-time accidents 
among the employees of AGC mem- 
bers fell 25 per cent from 1949 to 
1953. 

Following the pepular conference 
at the Hall of Flags recently on 
“Plastics in Building,” the eighth 
research conference to be sponsored 
by the Building Research Institute 
here will be that on “Modular Meas- 
ure—Its Value to Contemporary 
Building.” It will be held December 
9 at the National Academy of 
Science. Participants will include 
general contractors, manufacturers, 
Builders, and architects. All inter- 
ested in the subject are invited to 
attend upon payment of nominal 
admission fee. 
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you can use the 


BUILDING 
MATERIALS 


(rood Housekeeping Guaranty Seal 


to help boost your sales of 


Flintkote Building Materials 


MATERIALS 


The Good Housekeeping Guaranty Seal and The 
Flintkote Company trademark have much in 
common: 


BOTH have been backing quality 
products for more than half a century. 


And now . . . these famous symbols have teamed 
up. Both testify to the quality of Flintkote 
Building Materials... products that regularly 
prove that their “extra years of service cost 
no more,” 


A series of Flintkote consumer advertisements 
are being presented to the 10,650,000 readers of 
Good Housekeeping ... readers who know how 


carefully this publication investigates the prod- 
ucts it guarantees with its well known Seal. 


Use the Seal as an additional help in selling 
Flintkote Roofing, Siding, and Insulation Board 
products. 


Ask your Flintkote representative for helpful 
promotion material featuring the alliance of 
Flintkote Building Materials and The Good 
Housekeeping Guaranty Seal. 


THE FLINTKOTE COMPANY, Building Materials 
Division, 30 Rockefeller Plaza, New 
York 20, N. Y. 


FLINTKOTE..z aeer yeart of Lewice 00d] ‘mo amore! 
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Y SHOULD DEALERS GIVE CUSTOMERS 
Christmas Gite? 





* To give or not to give Christmas 
gifts? That is a timely question for 
business firms throughout the land, 
including lumber dealers. 

And it’s a question to which you 
can get many different answers de- 
pending upon whether you are a 
dealer who has given customers 
Christmas gifts or one who has not. 
Upon whether you are a customer 
who has received such gifts — or 
a supplier of such gifts for cus- 
tomer distribution. 

This question of whether to give 
Christmas presents to customers 
was brought up at the last meeting 
of the Southern Building Supply 
Association at New Orleans. Al- 
though Wright Smith, of Mobile, 
had been asked to talk on the sub- 
ject, he subtly developed a forum 
discussion that produced the fol- 
lowing experience comparisons: 

“Since our firm does not own a 
camp, yacht, barge, or hotel which 
we can use in entertaining our 
customers, Christmas presents are 
found to be economical good-will 
builders,” Smith reported. “How- 
ever, they must be nevel and 
different to do the donor much 
good in the seasonal shower of 
business and personal gifts.” 

Smith said his company usually 
provided entertainment, such as 
football tickets, for one-shot cus- 
tomers. For all regular customers 
a limit of $5 per gift is established, 
with hams and utensils proving 
most popular for family customers. 


This group of building material 
distributors in effect agreed that 
food or household presents were 
more fruitful as Christmas gift 


than whiskey. One dealer said the 


wives of some custcmers com 
plained that their contractor or car 
penter husbands had been given 
whiskey. So this dealer effectively 
turned to turkeys as Christma 
gifts. 

An employee calied the custo 
mers’ homes about 10 days before 
Christmas to tip off housewive 
that this firm would send them a 
turkey two days before Christma: 
This dealer invested in 150 turkey 
weighing 12 or 18 pounds, depend 
ing upon the size of the family, a 
a Christmas treat for customers! 

Another dealer found hams di 
tributed somewhat similarly wa 
a good move for good-will at 
Christmastide. 

A Texas dealer reported that hi 
firm had found a gift package of 
Louisiana peppers and condiment 
made a lasting impression on regu 
lar customers. 

A Tennessee dealer said bedroon 
slippers made a different and wel 
come present for customers. 

Pocket tool kits have brought 
numerous written and_ verbal 
thank-you’s for several dealers 
particularly from _ constructior 
foremen and bricklayers. 

A magazine subscription is 


ear-round present that many cus- 
tomers appreciate. An Atlanta ma- 
terial distributor said his firm sent 
some 1,500 subscriptions to Read- 

Digest each year. He under- 
cored the importance of screening 
the list to be sure that good cus- 
and the right individuals 
n the firms or families — received 
notice of the magazine gift. Still 
another dealer said he checked to 
give the customer a choice of 
Reader’s Digest and Time maga- 
zine, since most families usually 
ubscribe to or receive one or the 
other. 

Selling and shipping Christmas 
gifts for business firms has become 
uch “big business” that quite a 
choice of services are now avail- 
able from suppliers who “have all 
the answers.” 

Distinctiveness, utility, and qual- 
ty are the three most important 
points in choosing a gift for clients, 
customers, associates, and em- 
ployees, a survey by the Wisconsin 
Cheese Box, gift cheese mail-order 
firm, revealed. 

This cheese firm’s president re- 
ports that some 70 per cent of the 
urvey respondents said they prac- 
tice Christmas gift-giving. Three- 
fourths of these do so “because 
they believe in the Christmas spirit 
and want to show appreciation and 
friendship.” The other 25 per cent 
(See CUSTOMERS’ GIFTS page 53) 


omers 
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Dealers and survey show trends in Christmas giving 


to patrons. Hams, turkeys, magazines, slippers, tool 
sets, kindling found popular with customer families 
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VIRGIL PARTCH 


"EUERYTHING HINGES ON HAGER /" 


FREE! If you enjoyed laughing at Virgil Partch's mirth-making cartoon this 
month, send for Hager’s new book containing 28 full-size popular ‘Everything 
Hinges on Hager" cartoons! It's FREE! Just address 











C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + St. Louis 4, Mo. 
founded 1849 — Every Hager Hinge Swings on 100 Years of Experience 
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Try these new door display ideas 


* Two Louisiana dealerships—the 
Superior Lumber Company in 
Sterlington and the Madison Build- 
ers Supply, Inc., in Tallulah—have 
come up with sound ideas for dis- 
play and storage that have boosted 
door sales and reduced door han- 
dling problems and costs. 

The Superior Lumber Company, 
managed by Lewis Gannaway, uses 
five adjacent sets of racks to hold 
doors. The racks permit customers 
to slide any door out for close in- 
spection without disturbing any of 
the large stock of doors. 

Designed to hold several differ- 
ent styles of doors, each bin is six 
feet high and wide enough to ac- 
commodate any standard door. 

In the front, bins are constructed 
with two parallel two-by-fours, 
one behind the other, with about 
two inches of space between. This 
arrangement forms the two outside 
corners of the bin. Then 40-penny 
nails are driven through the two 
joists, forming a rack on which to 
lay two-by-two-inch boards that 
make racks for the doors to rest 
on. The same arrangement is used 
at the rear of the bins. 





Nails are driven through the 
corners every few inches so that 
the doors are level. If there ar 
only two or three doors of a cer 
tain style, they may be stored in a 
single area between rows of nail 
If there is a heavy stock of a 
certain style, the cross boards maj 


Co-Owner E. H. Ei 
land, of the Madison 
Builders Supply in 
Tallulah, La., says 
his simple, inexpen 
sive door rack has 
the advantages of 
many high-priced 
racks — plus such 
extra features as 
ease of moving the 
whole unit and 
quick mounting of 
doors. A door can be 
replaced by another 
style in seconds. 
Another practical, 
portable door dis 
play rack is shown 
on the following 
page. 
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Louis Gannaway, manager of 
the Superior Lumber Co. in 
Sterlington, La., demonstrates 
how easily the racks in each 
storage bin are changed to ac- 
commodate more or fewer doors 
of any one style. His customers 
like this display because they 
know they are seeing the whole 
stock, and because they can 
examine any style at close 
range. The bins offer good pro- 
tection from soiling and dam- 
age, too. 


be moved up to provide more stor 
age space. 

All doors are displayed in these 
bins, so that a customer may see 
the entire stock quickly and easily 
by walking from bin to bin. 

The Madison Builders Supply, 
Inec., recently built a simple, inex- 
pensive rack for displaying doors 
that immediately helped to in- 
crease door sales, according to 
FE. H. Eiland, co-owner. 

The rack currently displays six 
doors at a time. It can be given 
more space and more doors may 
be added. 

Six 1%-by-3-inch posts form the 
upright hub of the unit. These posts 
are slightly more than half the 
height of a standard door. They 
contain a slot near the top to hold 
the door steady and upright. The 
ix posts are bound together top 
and bottom by 2%-inch loose-pin 
door hinges, each extending over 
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Easy operation! 


Silent operation! 


GET THE 


’ 


FACTS’ | 


ON THE MOST 


ADVANCED WEATHERSTRIPPING! 


» 


OA 
COMBINATION METAL WEATHERSTRIP 
AND SASH BALANCE 
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Now!Here’s the complete 
story about the most advanced 
window equipment on the mar- 
ket! It’s a new folder that gives 
all the facts on Zegers Dura- 


seal Combination Metal, 


Weatherstrip and Sash Bat- 
ance . . . how it provides 414 
times better weather protec- 
tion plus easy window opera- 
tion. Read about Dura-seal’s 
One-Piece Jamb Member that 
maintains a constant air seal 
and smooth opening and clos- 
ing no matter how the sash 
may expand or contract... 
about “Si-vel” coated springs 
that assure silent operation. 
See actual scientific proof that 
Dura-seal provides the best 
weatherstripping. Write for 
this important folder today! 


Zegers Incorporated 
8090 South Chicago Ave. 
Chicago 17, Illinois 





to the adjoining post to hold the 
six in a compact group. 

For each of the displayed doors, 
a base is constructed of 1%-by-3- 
inch boards, cut down from two- 
by-fours. The base serves to sup- 
port the upright door. Near the end 
of the base are two cleats, one on 
each side, to hold the door firmly 
on the base. 

A strip on each side of the door, 
extending from horizontal to verti- 
cal supports, also help keep the 
door in position. 

On the bases are door casters, so 
that each unit may be rolled easily 
to the right or left, like pages in a 
book. This fixture functions like 
many much more expensive metal 
door display units made by some 
manufacturers. 

The Macklanburg-Duncan Com- 
pany, Box 1197, Oklahoma City, 
offers plans for a compact screen 
door and grille display that dealers 
can build in their own shops. It 
occupies a space only four feet 
wide, three feet six inches deep, 
and seven feet three inches high, 
yet it holds six standard size screen 
doors, plus door grilles. 

Doors are pivoted on bolts, both 
top and bottom, for free, easy 
movement. 

Such a door display can be 
moved about in your store to suit 
the season and space requirements. 
It is sure to increase sales of both 
doors and grilles. 


This handy display for screen doors 
can be built by the dealer himself 
with plans from the Macklanburg- 
Duncan Co. It provides plenty of 
room for full inspection of each 
attached screen-door grille. 
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These Christmas decorations—made from 
plywood—are suitable either for store or 
home decoration. Both decorations and 
the gift-items below are made from plans 
supplied free to dealers by the Douglas 
Fir Plywood Association for customer use. 


Try these ideas for 


MORE CHRISTMAS SALES 


* All building supply stores are 
filed with materials suitable not 
only for family Christmas presents 
but for home decorations and pres- 
ents-to-make. Many dealers move 
in at least a few toys before Christ- 
mas to take advantage of the 
season and to help offset a drop in 
sales for new-home materials at 
that time. 

But Gorham-Jones, in Bellmead, 
Texas, does an exceptional job of 
selling its regular merchandise 
during the Christmas season. 

Robert Gorham has made a point 


W. P. 
STEPHENS 
UMBER CO. 


| 


iad 


Sy Helen Matthews 


of querying typical home-owners 
by telephone, on his sales floor, 
or on the street, about items they 
would like to have for Christmas 
often he has done this incognito. 
His “survey” showed that 90 per 
cent of home-owners preferred 
such items as polished brass mail- 
boxes, door knockers, screen-door 
grilles, chimes, 
lighting fixtures, an 
kitchen cabinet, weather 


additional 
vanes, 
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bells, decorative 


and similar items, instead of the 
typical gift-item often brought into 
tores for the season. 

So Gorham arranged a gift- 
wrapping table in a conspicuous 
place in his store, with beautiful 
packages placed here and there to 
help suggest that various regular- 
stock merchandise would make 
nice gifts. Both the store in Bell- 
rnead and a yard in Waco feature 
the gift-wrapping service and are 
decorated with Christmas trees. 

(See CHRISTMAS SALES page 54) 


Santa arrives in Austell, Geor- 
gia, each year in a W. P. 
Stephens Company delivery 
truck. Santa, his two helpers, 
and free candy are supplied by 
a community group, after a big 
affair on lumber-yard grounds. 





Twice-a-year service 


BOOSTS HEATER SALES 


* In the Texas town of Wharton, 
with only 5,000 population, the 
Helms Lumber Company never 
runs out of prospects for gas wall 
heaters — even though they were 
added only as a side-line to build- 
ing materials. The store sold at 
least 60 heaters last year, selling a 
few even in spring and summer. 

L. C. Helms, owner, attributes 
this success to his firm’s better- 
than-usual service to heater cus- 
tomers, who happily send him new 
customers. 

One employee was trained to in- 
stall and service heaters. After in- 
stalling a unit and demonstrating 
to the owner its proper use and 
care, he calls back in a week or so 
to check on the installation. 

In the spring, this serviceman 
visits every heater customer and 
turns off the heater gas valve, 


making sure that it is disconnected 
properly. He telephones each cus- 
tomer to make an appointment, to 
cut down on the time required to 
serve all heater owners. 

When the first cool weather ap- 
pears in the fall, the Helms serv- 
iceman reverses this operation. He 
makes the rounds again to turn on 
all heaters. At the same time, he 
checks to see that each heater is 
in perfect operating condition. 

When he finds that something 
needs to be done—a repair or re- 
placement of some part—he talks 
it over with the owner, makes his 
recommendation, and obtains the 
owner’s permission to make the 
repair. This is the case, of course, 
if the guarantee time has run out. 

If the heater is still under guar- 
antee, it is serviced and the owner 
merely informed of the repair, so 


This wall heater 
display remains 
beside the front 
door of the Helms 
Lumber Com- 
pany in Wharton, 
Texas, even in 
spring and sum- 
mer. Another unit 
is on constant dis- 
play at the gas 
company, with a 
tag directing 
Prospects to 
Helms with tele- 
phone number. 
Here, M. A. Peter- 
son explains the 
merits of a heater 
— and Helms 
twice - a - year 
check - ups — to 
a prospect. 


that he will know that the com- 
pany is fulfilling its service pledge. 

These twice-a-year service calls 
keep old customers so thoroughly 
sold on their heaters and Helms 
service that they help to sell other 
customers. In making these peri- 
odic calls, the serviceman obtains 
names of enough prospects from 
old customers to keep the sales 
staff busy. 

At least one heater is displayed 
in the Helms store all the time. 
This occupies a space near the door 
so that everyone who enters sees it. 

Another unit remains perma- 
nently on display at the local gas 
company office, with the Helms 
name and ’phone number on an at- 
tached card. Thus local people who 
go to the gas company office, to pay 
their monthly gas bills, see the 
heater. 

Helms introduced the heaters by 
installing several units in better- 
class homes he built for sale. He 
used these units as demonstrators. 

To those who wish to add a wall 
heater line, Helms offers this ad- 
vice: 

“If you don’t build yourself, 
make a deal with a local home- 
builder to install three or four 
heaters, regardless of the discount 
you have to make to get this start. 
Then you have something to show 
future prospects and a place to 
start demonstrating your firm’s 
service department.” 

The Helms Lumber Company 
devotes some weekly newspaper 
advertising and occasional radio 
spot announcements to its two 
heater lines. 





Stops Swindle Attempt 





[It was a clever attempt, but he 
overlooked the alertness of O. A. 
(Ozzie) Jonischkies, of the Home 
Lumber Co. 

A stranger came to this lumber 
firm in Yorktown, Tex., recently with 
a letter from the Victoria Credit 
Bureau and an application from the 
F. H. A. and requested that $2,500 
worth of lumber be delivered to him 
at Thomaston. After he left, Jonisch- 
kies requested further information 
from the credit bureau, only to find 
out that this office had never heard 
of him. The F. B. I. revealed that 
he had been more successful in pre- 
vious swindle attempts. 

The sheriff arrested the stranger 
in Cuero later in the day. The lum- 
ber company also tried delivering a 
load of lumber in hopes that the 
confederates of the crook could be 
trapped, but none showed up. 
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Plywood Center 


attracts women and youths 


with many special services 


Sy W. Tt. Massey 


The Plywood Center, Inc., personnel have been great- 
ly surprised by the number of women customers who 
tackle building projects themselves. 


* “Never underestimate the power And Garner claims that it i field with talk before they get 
of a woman.” trade from women that holds the ijown to what they really want to 
This old adage has taken on new balance of power, and that ha: know and make a landing; but 
meaning for Leon C. Garner, who kept the store’s volume growing they also talk a lot to friends and 
operates the Plywood Center, Inc., month by month since it was open help spread the word about Do-It- 
a new store catering to the Do-It- ed early in 1954. Yourself. They are excellent pros- 
Yourself market in Birmingham, “Women customers take mors pects for paints and painting ac- 
Alabama. One of his best customers time to handle,’ said Garne cessories.” 
is a woman 85 years old. “largely because they circle the Before opening his own build- 


These items that home handymen can make them- 

selves, placed outside the front of the store, attract 

much attention, bring many prospects inside to ask 

questions. Iron legs for furniture have proved an 
excellent seller. 
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ing supply firm, Garner had years 
of experience in the wholesale 
office of U. S.-Mengel Plywoods in 
Birmingham. It was this experi- 
ence that gave him the idea for his 
firm, after noting the number of 
amateur carpenters who sought 
out the wholesaler to try to get less 
than full sheet pieces of plywood 

“I kept waiting for some of the 
fellows in the business to latch on 
to this idea,” Garner said, “but 
finally I resigned my job and took 
the plunge.” 

The interest of women in mak- 
ing things themselves was one of 
the pleasant surprises in the new 
business and still more surprising 
to Garner is their ability to carry 
through. “Some of the plans and 
ideas they bring in makes my eyes 
pop,” Garner admitted. “But I have 
learned to keep a straight face and 
to listen and advise. For in nearly 
every case they’ll come through 
with a job that I would hesitate to 
undertake to build myself.” 

“The most important thing I 
have learned in selling to the Do- 
It-Yourself trade with women is 
to see that the things they under- 
take are what they really want,” 
Garner continued. “If they want 
the item, they will overcome handi- 
caps to make it and usually be- 
come good repeat customers. This 
is contrary to some teachings in 
the manual training field, where 
emphasis is on the simple things 
for the beginner.” 

All Plywood Center personnel 
make it a rule to question every 
customer about his project. 

An example is the problem of a 
recent customer who needed more 
closet space in his leased apart- 
ment. He came to the Plywood 


Center with plans for a sliding 
door closet. It turned out that the 
item was too large for the cus- 
tomer to make at home. Garner 
agreed to cut the material to size 
and let the customer assemble the 
closet in his shop. This made a 
grateful customer and a profitable 
sale, which included the sliding 
doors also. 

Garner has another business 
practice that he considers highly 
important. He cuts to size plywood, 
hardboard, and decorative panels. 
He doesn’t cut intricate designs by 
template, but he will tell the cus- 
tomer how to do it. 

Plastic table tops in a number of 
sizes have become popular with 
the store’s customers because they 
get plywood and plastic tops cut 
to exact size. 

Word-of-mouth advertising that 
comes from the Do-It-Yourself 
customer is the best  business- 


The Birmingham firm is lo- 
cated at 906 First Avenue, 
North. On the side of the build- 
ing that faces the parking area 
is a large red, white, and blue 
sign. It features the company’s 
slogan and motto, and lists 
main materials sold. “Cut to 
size” is emphasized. 


builder. Garner asserted, “The 
man who has made something for 
himself will bring friends in to 
show it and tell where he got the 
material. In contrast, if he had 
hired a carpenter, he would seldom 
mention it. 

Garner has turned this desire to 
display one’s handicraft into a 
promotion for the store. “Promo- 
tion ideas in the Do-It-Yourself 
type of business are of utmost 
importance,” Garner pointed out. 

It was through a woman cus- 
tomer that he got one of his best 
ideas. She supervises handicraft 
and hobby instruction for the Bir- 
mingham Park and _ Recreation 
Board, and Garner supplies her 
with scrap plywood and trim too 
smal! to sell. Truck loads of un- 

(See PLYWOOD CENTER page 68) 


The Plywood Center, Inc., has 
over 4,000 square feet of floor 
space, with the showroom 
across the entire front. One side 
is devoted to a built-in display 
showing varieties of hardwood 
plywood and finishes. In the 
back are the warehouse, shop, 
and additional storage space. 
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This touch of hospitality improves 
customer and employee relations — 


COFFEE BARS 


* “There’s an awful lot of coffee 
in Brazil’—and an _ increasingly 
large amount in building supply 
stores throughout the South and 
Southwest. 

Ted Glass, manager of modern 
Walker and Hallowell, Inc., in 
Sarasota, Florida, tells this story 
about his building supply firm’s 
coffee bar: 

“Late one afternoon as Jacob J. 
Walker was pouring himself a cup 
of coffee behind the bar, a man 
entered the store and sat down at 


pai hes 


As a husband and wife talk 
over plans for their home with 
Charlie Lord, at the Under- 
wood Builders Supply Com- 
pany in Mobile, Alabama, 
Cleveland, who “doubles” as 
janitor, serves them coffee. 
Photo at upper right shows 
Cleveland at his coffee bar, 
closet space converted with hot 
plates inside. At right, Walker 
and Hallowell, Inc., Sarasota, 
Florida, firm, make use of 
many counter displays at the 
coffee bar installed in their new 
building. 


the bar, requesting a cup of coffee 
Spying a couple of doughnuts he 
said, ‘I’ll take those, too.’ Afte: 
finishing, he reached for his bill 
fold and asked what he owed 


“Walker replied, ‘There is no 


charge. This is just a service fo 
our customers and friends.’ 

“The astonished man said that 
if he had known he was a guest 
he wouldn’t have taken the last 
doughnut! Walker told him that 
was quite all right and invited hi: 
to look around the store while he 


tH | 


bee gp bbb) ad 
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vas there. After spending some 
time in the appliance department, 
the man returned the following 
week to pay cash for a new re- 
frigerator!” Glass attributes that 
particular sale directly to a cup of 
coffee and two doughnuts. 

Of course, sales are rarely that 
imple. 

But an increasing number of 
managers are finding that contrac- 
tors, especially, appreciate a good 
cup of coffee—not so much because 
it’s free, but because they can enter 
a building supply firm in any old 
work clothes without feeling con- 

picuous or out of place. They also 
kill two birds with one stone”’ 
frequently by discussing an order 
or inspecting materials. 

The Walker and Hallowell per- 
onnel report that every morning 
Sarasota builders gather in their 
tore for morning coffee. 

(See COFFEE BARS page 68) 





We use meetings 


to stimulate 








SALES TEAMWORK 


*By Samson Wiener 


* Since sales meetings are obvious- 
ly for the purpose of increasing 
sales, we have found it advisable to 
ask ourselves some pertinent ques- 
tions about the character of our 
sales meetings, namely: 

Whom do we want to invite? 

How much effort should we 
make to restrict the subject matter 
to issues directly related to sales? 

How often should we hold sales 
meetings? 

And, should sales meetings be 
held in the evening so that com- 
pany work does not interfere? 

We invite all office personnel to 
our sales meetings. We do not have 
a secluded bookkeeping depart- 
ment, or any other department that 
is separated from our sales room. 
Therefore, all of our employees are 
exposed to contact with the public 
and our customers. 

It is our theory that if everyone 
in the organization learns more 
about the problems of everyone 
else who works here, relationships 
between our entire organization 
and our customers will be en- 
hanced. A sales meeting including 
all our people will enable them to 
get along better with one another, 
as well as customers. 

We make no effort to restrict the 


subject matter in our sales meet- 
ings. We find that if the discussion 
wanders for a few minutes it 
always get back to sales. And in 
wandering, the discussion might 
explore a situation not directly 
related to sales, but a situation 
more related to service. If the dis- 
cussion can improve an aspect of 
our service, this improvement will 
help our sales. 

However, to avoid a hesitant or 
flat start in our sales meetings, 
several of us go prepared with 
comments and questions for dis- 
cussion. Sometimes it is not neces- 
sary to use this “priming” mate- 
rial and it can be saved for an- 
other meeting if it is not too urgent. 
For we find that about all that is 
necessary to get results from such 
a meeting is to get the meeting 
started. Those participating usual- 
ly have comments and questions 
that maintain the meeting on a 
lively and interesting course. 

The answer to the question of 
how often to hold sales meetings 
was not easy for us to find. We are 





“Samson Wiener is vice-president and general 


manager of the Wiener Lumber Co., a pioneer 


independent yard in Ballas, Texas. He is also 


a director of the Lumbermen’s Ass'n of Texas 





agreed that the ideal program 
would be a meeting once a month. 
However, business conditions, sea- 
sons of the year and the importance 
of subjects to bring before the 
meeting, sometimes make it neces- 
sary to postpone a meeting, or call 
a meeting at a time that is not 
convenient for all concerned. We 
have found it advisable, too, to 
consider the rights of personnel 
and ask ourselves how often we 
want to require employees to de- 
vote their own time to a company 
project. 

So, some years we may have 
only four meetings in 12 months. 
In other years we may meet six 
times or more. It all depends on 
circumstances and needs. But re- 
gardless of frequency or lack of it, 
there is a very tangible benefit to 
be derived by the organization. 

Our meetings are held in the 
evening, always at the residence 
of some member of the organiza- 
tion and all meetings have a semi- 
social climax. Meetings usually be- 
gin at 7:30 and continue for about 
two and a half hours, or until 10 
o’clock. Then we shut off the busi- 
ness discussion and light refresh- 
ments are served by the host. 

We chose the evening hours be- 
cause it was a question of conven- 
ing such meetings either before or 
after business hours and our con- 
clusion was that our employees 
would prefer evening hours. 

At the conclusion of a meeting, 
we make it a practice of inquiring 

(See SALES TEAMWORK page 61) 
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|, Supply & demand * 


“Virtual Stability” 


That’s the phrase employed by Dr. 
George Smith, economist for the 
F. W. Dodge Corp., in interpreting 
the 1955 business outlook as revealed 
by a survey among 186 of the na- 
tion’s top economists and business 
analysts. Some of the conclusions 
from the survey: 

As measured by gross national 
product, three-fourths of the fore- 
casters expect total national output 
to be higher than current levels in 
each quarter of 1955. The average 
forecast for the 1955 increase was 
about 2%. 

The average forecast was that both 
consumer and wholesale prices at 
the end of next year would be at 
about current levels. 

A large majority felt that hourly 
wage rates would rise next year. 

Construction-wise, the median 
forecast was for a slight drop in 
total building outlays next year, 
with total non-farm housing starts 
about 2% below this year’s anticipat- 
ed level. 

This poll’s predictions coincide 
generally with those made by the 
chairman of the President’s Council 
of Economic Advisers and the opin- 
ions of bankers expressed at their 
recent ABA convention in Atlantic 
City. 

Dodge Reports of contracts for fu- 
ture construction in the 37 states 
east of the Rockies through Septem- 
ber set a 63-year record. They totaled 
13% more than for that period of 
1953. Residential contracts for the 
nine-month period were 26% ahead 
of last year. Residential contracts for 
the month of September were 53% 
above the year before. 


New Housing Record? 


Housing starts in September were 
20% greater than a year before, 
according to Federal estimates. For 
the third quarter, non-farm dwelling 
starts were 16% ahead of a year 
before. Prospects are that the fourth 
quarter’s activity may exceed the 
record-setting fourth quarter for 
1950—283,000. 

Reasons for the strong market for 
homes? Here are some given by the 
bankers at their ABA convention: 
“easy” money stemming from the 
Housing Act of 1954’s small down- 
payments and long-term mortgages; 
the boom of births and marriages; 
the urge for better houses as fami- 
lies spend more time around the 
home; restless shift of families seek- 
ing better work and cultural op- 
portunities. 


Requirement by FHA and VA now 
of warranty of completion of con- 
struction in substantial conformity 
with approved plans and specifica 
tions, and of statement of FHA ap 
praisal have heightened the confi 
dence of home-buyers in good values 
Dealers who are parties to home 
building should study these require 
ments and see that they are properly 
met in house sales. 

FHA Commissioner Norman P 
Mason has issued an official notice 
to the building industry warning 
factors against the misuse of refer 
ences to FHA in advertising. The gist 
of the caution: 

“The fact that property has been 
appraised and inspected by the FHA 
does not authorize advertising state 
ments such as ‘FHA Subdivision,’ 
‘FHA approved,’ or ‘FHA accepted.’ 
Any representations or statements of 
this nature are misleading and im 
proper, and should be a matter of 
serious concern to all participant 
in the FHA program.” 

Violators of this requirement are 
subject to Federal fines and impris 
onment. 


Lumber Market Firm 


The barometers of the lumber asso 
ciations indicate that business i 
much better than a year ago. Price 
at the government lumber auction 
in Atlanta late last month for the 
first time averaged out as good a 
the civilian market, which proved 
the strong demand. 

For the week ended October 16 
Southern pine production was down 
to 94% of a year before, but order 
were up to 108% and shipments to 
103%. Douglas fir output was up to 
108%, shipments to 109%, and orde1 
to 105%. Western pine production 
was at 101%, shipments at 106%, 
but orders were down to 92% 
Southern hardwood output was of! 
at 86%, but shipments were up to 
108% and orders to 112%. 

The Stanford Research Institute 
report for the Weyerhaeuser Timbe! 
Co. on the probable demand for al 
forest products in the next 20 year 
has met with mixed reaction fron 
the industry. The report indicat 
market is likely for all lumber pro 
duced in the U. S. between now and 
1975, even though lumber prices wi 
be higher in relation to those of con 
peting materials. Higher lumbe 
prices are foreseen as due to increa 
ed stumpage, logging, distributior 
and manufacturing costs 

As it did in 1953, about 73% of o 
national lumber output i 
to go into construction in 1975, 15°‘ 


expe ted 
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shipping materials, and 12% 
to manufactured products. The 
tal U. S. lumber consumption in 

1975 is expected to reach 44.6 billion 
et, including 35.2 billion feet of 
ftwood. House consumption of 

ber is expected to soar from 13.9 
llion feet in 1953 to 18.3 in 1975! 


Sound Gypsum Industry 


e first management audit ever 
ide of an entire industry, just re 
ised by the American Institute of 
Management, shows that the gyp 

im industry has “achieved a healthy 
post-war growth in spite of a passive 
ittitude toward fundamental prod 
ict research. The industry has 

hieved its growth mainly through 
emphasis on product line expansion, 

d by intensive mechanization of 

manufacturing processes realiz- 
ng substantial cost reductions.” 

The AIM study gives the gypsum 
ndustry—which next to lumber pro 

des the most commonly used build 

materials—an analysis rating of 
+525 points against an optimum 
rating for an industry of 10,000 and 
minimum rating for excellence of 
7,500 points. Management categories 
evaluated: economic function, indus 
tructure, health of earnings, 
fairness to stockholders, research and 
levelopment, public policy factors, 
cal policies, production efficiency, 
ales vigor, and administrative eval 
lation 

Another big step was taken toward 
nsuring a permanent supply of tim 
ber for Oregon and Washington saw 
mills and factories with the certifica 
tion of 141,956 acres of private forests 
last month as West Coast tree farms. 
rh pushed the total such tree 
farms in the area to nearly 4.5 
million acres. 

The attorney-general’s staff in 
Alabama has ruled that a lumber 
dealer who buys timber in Alabama 
ind immediately ships it to another 
tate for processing and selling is 
not liable for a wholesale dealer's 
cense 

ty latest calculations, more than 
3 million of the 3.4 million veterans 
vho have bought houses on VA 
guaranteed loans still have part of 
their $7,500 guaranty entitlement 
vailable, House & Home magazine 
eports. Under the new law they can 
now apply this unused guaranty 
igainst increased borrowing for ad- 
ditions, repairs or alterations. Almost 
half of these houses were bought five 
ears ago. If these now required an 

erage of $300 each for repairs or 
mprovements, the total would pass 
$500 million. 
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Is your store in one of these states? Act fast. You can cash in on the Alcoa® Aluminum Farm 
Roofing promotion concentrated in your territory. Call your jobber or mail the coupon, today! 


ALCOA ALUMINUM FARM ROOFING DEALERS 
REPORT RECORD SALES, RECORD PROFITS! 


Southeastern and Mississippi Valley dealers of Alcoa 
Aluminum Farm Roofing are making more sales, 
more profits than ever before! Hot on the heels 
of the biggest, most spectacular promotion and 
advertising campaign in the history of aluminum 
farm roofing have come the reports: 
‘Business terrific . . . Better than ever.” 

“45% increase ... Best month since war.” 


‘Sales up 60% over last year.” 


Every report brings a reorder! Why? Because these 
dealers have tied in with a selling program that’s 
more than big... 

It’s local! That’s right! It’s not just another nation- 
al campaign. It’s a campaign concentrated in your 
state, your county. It uses state and regional farm 
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magazines, local radio stations, direct mail to get 
to your customers. 
Want to add a fast-moving, money-making line? 
Sign up now to be an Alcoa Aluminum Farm Roof- 
ing dealer. Reap the profits of Alcoa’s southern 
sales surge. The special promotion runs through 
November and picks up again in the spring. 

To get into the profit picture, call your local Alcoa 
jobber or mail the coupon to us. Do it today! 


ALCOA 0 
ALUMINUM 


ALUMINUM COMPANY OF AMERICA 
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1. PROMOTION PACKAGE for Alcoa Aluminum Farm Roofing is 
carefully designed to tie in uur store with Alcoa’s advertising. 
Includes flasher window or unter sign, store sign, highway sign, 
coverage charts, applicatior urts, folders for mailing or giving out 
to customers, window bann newspaper mats for your own ads. 
New Alcoa movie, How to Bu an Aluminum Pole Barn, is avail 
able for dealer showings to farm groups. 


2. ADVERTISEMENTS appear in Progressive Farmer, Farm & Ranch 

Southern Agriculturist, Southern Planter, Arkansas Farmer, 
Mississippi Farmer, Amer Poultry Journal, Poultry Tribune. 
Ask farmers to ‘“‘see your Alcoa Roofing dealer,”’ also carry coupon. 
Sales leads resulting from coupons will be rushed to Alcoa dealers 


3. RADIO CAMPAIGN is shown by station coverage map. Campaign 
blankets 10-state sout} tern area with total of 988 Alcoa 
announcements over 38 dio stations. Radio announcements 
stress advantages of roofing with Alcoa Aluminum, urge farmers 
to see their Alcoa dealer. Combination of radio, magazine advertis 
ing, publicity and direct mail is creating unprecedented demand for 
Alcoa Aluminum Roofing in area 


4. NEW 48” WIDE ALCOA ALUMINUM ROOFING SHEET is being 


introduced to farmers in fall campaign. The new, wider sheet not 
only saves installation time and labor and affords savings in 
material at side laps, but also promises longer life through increased 
corrosion resistance. Made of an improved Alcoa alloy, the sheets 
are stronger, hold tighter. Alcoa’s complete line of aluminum roofing 
and accessories enables you to satisfy every customer need. Yet, 
you need carry only those sizes and styles most popular in your own 
area. Your Alcoa jobber carries the rest—available to you on 
overnight delivery. 


5. COMPLETE PLANS for barns, poultry houses, other farm buildings 
are offered by Alcoa to farmers during big fall promotion. Aluminum- 
roofed buildings in plans are specially designed for southern farms 
by a leading southern agricultural college. 


TIME IS SHORT—PROFIT OPPORTUNITIES GREAT 
Send coupon now for full facts on how you can 
become an Alcoa Aluminum Farm Roofing dealer 


Aluminum Company of Ame 
2128-L Alcoa Buildir 
Pittsburgh 19, Pa. 


Please rush me full information on Alcoa’s complete 
line of Aluminum Roofing and Accessories, and details 
of the 10-state campaigr 


Name 
Firm 
Address 


City 
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industry NEWS 


Texas Dealers Form 
Mortgage Finance Firm 


To serve dealer members, espe- 
cially those in small towns where 
adequate financing has not been 
available, the Lumbermen’s Assn. of 
Texas organized the Lumbermen’s 
Finance Corp. at the Texas Hotel in 
Fort Worth on October 27. It will 
make FHA-insured home loans. 

The charter authorizes $500,000 
capital stock, and $400,000 already 
has been underwritten. At a recent 
meeting of 42 directors and interest- 
ed dealers, representing 294 yards, 
agreements to purchase stock at $10 
a share par value ranged from $1,000 
to $100,000. 

The Lumbermen’s Finance Corp. 
will deal in FHA Title I, II, and GI 
loans. The corporation will operate 
for profit and pay dividends in ac- 
cordance with Texas laws. 

Choice loans will be sold in large 
blocks to insurance companies and 
banks. 

Stock is offered to all members of 
the Lumbermen’s Assn. of Texas. 


personnel 
parade 


National rae 
Service, Inc. ... 
MARSHALL R. RIN- 
GLER has been pro- 


moted to. vice- 
president in 
charge of sales. 
He has spent 
most of his ca- 
reer with NPS, 
having joined 34 
the company in, 
1933. Recently he 
was service man- 
ager for Illinois 
and Wisconsin. 


U. S. Gypsum Co.... J. C. SLATER 
has been appointed assistant district 
manager in the Dallas, Tex., district. 
He replaced F. B. BENTON, who now 
manages the Chicago district 

Federal Housing Administration... 
Tuomas W. HINeEs, Bowling Green 
attorney and state senator, has been 
appointed state director of FHA for 
Kentucky. 

Long-Bell Lumber Co.... The new 


40 


assistant to the general sales man- 
ager is Fay L. Fova., whose entire 
business career has been with this 
lumber firm, starting in 1923. Most 
recently he was manager of factory 
sales. 


American Concrete Institute .. . 
Pau. F. Rice has been appointed 
technical director as part of a pro- 
gram to expand service to members. 
He is a civil engineer and registered 
professional engineer. He spent the 
last five years as structural field engi- 
neer for the Portland Cement Assn. 

Atlas Plywood Corp. ... STANLEY 
R. VENNE has keen named vice- 
president in charge of sales. Until 
recently he was vice-president in 
charge of the mid-central division. 
He joined Atlas 18 years ago and be- 
came a director in 1947. 

Ruberoid Co. . .. Robert R. 
HEIGES has been appointed sales 
manager of the company’s newly- 
formed gypsum division. Ruberoid 
entered the gypsum field last Au- 
gust with the purchase of Ebsary 
Gypsum in Wheatland, N. Y. A 
graduate of Pennsylvania State Col- 
lege, Heiges has sold building mate- 
rials or supervised sales since 1925. 


After-Hour “Work” 


Employees of two lumber firms 
have developed a Do-It-Yourself idea 
of their own—only this one’s not 
profitable for the owners. They went 
into the lumber business for them- 
selves with the bosses’ lumber. 

When gates were left open to per- 
mit late delivery trucks to enter, two 
employees of the Pabst Lumber Co. 
in Houston, Tex., borrowed the com- 
pany truck. Then they helped them- 
seives to materials, which they sold. 

Two employees of the Les Gillen 
Lumber Co. in Wichita, Kan., pulled 
the same trick, but independent of 
each other. One had _ successfully 
carted away about 12,360 board feet 
before being caught. The other was 
nabbed with his first truckload! 


Wood Improves Roads 


More than 50 highway, forestry, 
conservation, and municipal officials 
recently witnessed a day-long dem- 
onstration in International Falls, 
Minn., of the use of a paper-mill 
by-product as a road binder. 

Sponsored by the Minnesota and 
Ontario Paper Co., the demonstra 
tion showed a_ specially-equipped 


DONALD J. GRAY is the new gen- 
eral manager of the world’s largest 
and pioneer hardboard plant at 
Laurel, Miss. He succeeds Charles 
H. Westphalen, oldest employee of 
the Masonite Corp., who retired due 
to ill health. Gray joined the hard- 
board firm in 1950 as purchasing 
agent and was made assistant man- 
ager of the Laurel plant in Septem- 
ber, 1953. He is a graduate of the 
University of Chicago with exten- 
sive purchasing experience, mostly 
for newspapers and radio stations. 


tank truck spray 21,000 gallons of 
sulphite road binder on a one-mile 
stretch of graveled road. Another 
coating was applied after the initial 
three in one day. The road was blad- 
ed between each application. 

The by-product was termed “lig- 
nin liquor.” 


For A Whiter Christmas, 
Use Your Favorite Soap 


Soapsuds are being recommended 
for something besides a white wash 

a white Christmas! 

Manufacturers of various soaps are 
promoting them as an inexpensive 
source of “snow” for decoration of 
front doors, windows, wreaths, 
Christmas trees, mirrors—and mer- 
chants’ display windows. 

Use a rotary egg beater or electric 
mixer to whip up the suds in a deep 
bowl. A minimum of warm water 
should be added to the soap before 
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THE FIRST 
PICTURE WINDOW 
01D PART OF 

THE JOB! 


R°O*W HIGH-LITE GLIDING WOOD 
WINDOWS DO THE ENTIRE JOB! 
—— 


Removable R-O+W High-Lites excell in all five 
modern requirements — Privacy, View, plus all the 
fresh air wanted; Protection, Ventilation, 


and Space Saving. 








The wise merchandiser knows that home 





owners today are demanding quality and good 
appearance. R*O+W High-Lite gliding wood 
windows together with the original R-O+W 











removable wood windows fulfill those requirements 














oh 

in every respect — another reason why R-O-W SB 
merchandisers make more money, faster. Sek 
Ask for more details. ot 
Z nics Nac oe 

















MANUFACTURED BY 


R-O0-W_ DISTRIBUTORS 
MANUFACTURERS OF MILLWORK © DISTRIBUTORS OF waILDERS Supp 
Kocky Plvceect, KWvirg ptt 
MILLWORK PLANT: RENO, NEVADA 
THE MOST POPULAR BY 
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beating. Whip until the suds are 
“dry” and “thick as cream.” 
Preliminary sketches can be made 
on windows before soapsuds are ap- 
plied. Allow the first coat to dry, 
then add several additional coats. 
Sparkling trim, obtained from dime 
stores, adds a “professional” touch. 


Taylor Patents Door 


The Taylor Made Garage Doors 
firm in Detroit, Mich., has been 
granted a patent for a frameless steel 
garage door, said to be the first 
issued to a manufacturer of one- 
piece steel residential garage units. 

Framing members of the doors are 
an integral part of the face sheet. 
This design forms an I-beam type of 
construction, with resultant increas- 
ed rigidity with less weight 


3,500 Dealer Personnel Attend Clinics, 
See 172 Exhibits at NRLDA Exposition 


SOME 3,500 DEALERS and their 
personnel attended the first annual 
National Retail Lumber Dealers Ex- 
position and Forums at the huge 
Kingsbridge Armory in New York 
City, October 2-10, according to 
NRLDA spokesmen. They also re- 
ported that thousands of home-own- 
ers and other consumers visited the 
172 exhibits of publishers, suppliers, 
and manufacturers of building mate- 
rials, equipment, and services. 

The board of directors of the Na- 
tional Retail Lumber Dealers Assn., 
which held its annual meeting con- 
currently at the Hotel Commodore, 
voted to let the General Exposition 
Committee decide on when and 
where the next such exposition 
would be held. The 1955 annual 
meeting of the NRLDA board will be 
held next fall at the Roosevelt Hotel 
in New Orleans. 

In recognition of his services as 
chairman of the general exposition 
committee and as a leader of the 
Lumber Dealers Research Council, 
Ray A. Schaub, Whiting, Ind., dealer, 
was elected first vice-president of 
NRLDA. Paul Ely, of North Platte, 
Neb., was elected to the new office 
of second vice-president. 

Watson Malone III, Philadelphia 
dealer and former president of the 


J-M‘s Lok-Units Cut Handling Costs 


Johns-Manville has scored another 
“first” by introducing the “Lok- 
Unit” method of shipping asphalt 
shingles. Bundles of shingles are 
unitized by using an ingenious “one- 
way glue” and steel “U” straps. 

The resulting package is easily 
unloaded, warehoused, and loaded 
by fork-lift truck—in the dealer or 
jobber’s warehouse, as well as in the 
factory. 

This system cuts costs by saving 
time and labor. 


The Lok-Units are 
built by placing two 
bundles in two steel 
“U” straps, lower pho- 
to. Layers of three 
bundles are criss-cross- 
ed until total height is 
reached. Bundles are 
bonded with glue of 
high shear strength. It 
resists horizontal 
movement but yields 
to vertical separation. 


Photo at left 
shows way 
truck’s lift forks 
slide under Lok- 
Unit for easy, 
quick handling. 
Forks hold load 
on steel “U” 
straps. Truck 
here handles two 
Lok - Units at 
once. Shingle 
units may be 
stacked safely 
two high. 


Middle Atlantic Lumbermen’s Assn., 
was advanced to the NRLDA presi- 
dency. He succeeded Henry J. Mun- 
nerlyn, of Bennettsville, S. C., who 
headed the dealer organization for 
two years. 

Seattle’s H. W. Blackstock was re- 
elected treasurer. Also continuing in 
office are two Washington, D. C., pro- 
fessionals, H. R. Northup as execu- 
tive vice-president and Edward H. 
Libbey as secretary. 

Central feature of the Model Home 
Exposition was the 14 completely 
furnished and decorated model 
rooms, planned and designed by the 
editors and specialists of national 
consumer magazines. 

The most popular of the clinics and 
forums was that on materials han- 
dling, which featured life-size dem- 
onstrations and the testimony of 
dealers and equipment manufac- 
turers. 

Clinics on the Lu-Re-Co panel 
system of house construction were 
held each morning for five days. 
Specialists of the Small Homes 
Council of the University of Illinois, 
which completed the research on the 
panel system for the Lumber Dealers 
Research Council, Lu-Re-Co fran- 
chised dealers, and National Plan 
Service spokesmen shared their 
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Here is the mew look in children’s rooms. 

It is achieved with Sea Swirl decorative plywood, 

made from superior grades of Douglas fir plywood. 

This three-dimension plywood is beautiful, 

practical and versatile. Interior and exterior types 

are available in 4’ x 8’ size, 5/16” thickness (other sizes on 
special order). Uses are unlimited in remodeling or 

new construction: for walls, ceilings, built-ins, furniture... 
Sea Swirl and other APMI quality products are 

available at company sales warehouses, and through 
selected independent jobbers. Contact the one nearest you 


or write for illustrated booklet. 


Associated Plywood Mills, Ine. 


General Offices: Eugene, Oregon 
Plywood plants at Eugene and Willamina * mber mill at Roseburg 
BRANCH SALES WAREHOUSES: 4268 Utch St., St. Louis, M 4814 Bengal St., Dallas, Texas; 
4003 Coyle St., Houston, Texas; 1026 Jay St., Charlotte, N olina; Raleigh, North Carolina; 
Worley Road. Greenville, South Corolina; 925 Toland St 5 Francisco, California; Eugene, Oregon; 
Willamina, Oregon. 
SALES OFFICES: 31 State St., Boston, Massachusetts; 595 E. ¢ jo St., Pasadena, California 
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knowledge with interested dealers 
and builders, 

Besides at the Retail Store Mer- 
chandising Clinics, dealers picked up 
new marketing and sales ideas at 
three marketing forums. On Monday, 
HHFA Administrator Albert M. Cole 
explained why “Our Best Housing 
Years Are Before Us,” and Life mag- 
azine’s John Doscher told of “Im- 
proving America’s Housing.” 

Urging all cities to make full use 
of the powers and possibilities offer- 
ed in the Housing Act of 1954, Cole 


tion and reconstruction in blighted 
areas must be carried out by private 
enterprise. “Without vigorous sup- 
port and guidance from the city’s 
business interests, any local urban 
renewal program will become a road 
that leads nowhere.” 

Cole decried the selfish efforts of 
property owners and government 
henchmen who block efforts to abol- 
ish and replace slum areas with 
decent housing. “But this can be cor- 
rected,” he asserted. “It can be 
changed completely — the moment 


leaders decide they want to bring 
an end to this waste and rot in their 
cities, shake off their inertia, and 
organize forces for direct action.” 

Doscher showed the impelling pic- 
ture on the need for rehabilitating 
blighted neighborhoods and explain- 
ed the new ACTION organization 
that aims to do it. His story was 
later presented to the NRLDA board 
by Kentucky’s Don A. Campbell, the 
dealer representative on the Ameri- 
can Council to Improve Our Neigh- 
borhoods. 


declared that the task of rehabilita- that business, civic, and citizen (See NRLDA EXPOSITION page 52) 


In traditional style, leaders of the Na- 
tional Retail Lumber Dealers Assn. joy- 
ously cut the ribbon to the National 
Lumber Dealers Exposition at the 
Kingsbridge Armory in the Bronx, 
N. Y., on October 2. From left, the men 
include Phil Creden, exposition chair- 
man; Ray A. Schaub, Exposition Com- 
mittee general chairman; H. R. North- 
up, NRLDA executive vice-president: 
Henry J. Munnerlyn, NRLDA retiring 
president, and Watson Malone III, new 
NRLDA president. Schaub is the new 
first vice-president of NRLDA. 


Directors and officials of the South- 
western Lumbermen’s Assn. were pres- 
ent for the board meeting, exposition 
and forums in New York City. Seen at 
right, from left, are Bernard Kennedy, 
Oklahoma City, dealer-director: G. 
Kenneth Milliken, new SWLA secre- 
tary-manager; Fred Stephenson, Chick- 
asha, Okla., dealer-director:; Sam M. 
Arnold, SWLA president, Kirksville, 
Mo., and C. M. McAllister, Garden City, 
Kan., dealer-director. 


Attractive new designs in Continental screen doors stop- 
ped consumers and dealers alike. Above, Martin Hassing- 
er, of Bristol, Va., talks wood doors. Homemaker looks 
at combination window. Continental doors are made in 
p!ants at Memphis and Philadelphia. 


Largest millwork exhibit at the N. Y. dealer exposition 
was that of the Morgan Millwork Co. of Oshkosh, Wis. 
It featured displays of window units, entrances, blinds, 
mantels. Above, Morgan’s president demonstrates kitch- 
en cabinets. 
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Uses Unlimited! 4 
Johns-Manville ASBESTOS FLEXBOARD 


Flexboard is strong and tough . . . looks and wears like stone 


- - - handles and works like wood 


Mape oF Asbestos AND CEMENT, formed 
under tremendous pressure, and hydrauli- 
cally re-pressed for added strength, Johns- 
Manville Flexboard™ offers advantages 
never before combined in a single building 
material. The large 4’ x 8’ sheets in Y%’’, 
¥6" and %’’ thicknesses are easy to handle. 
They can be nailed without drilling, worked 
with ordinary carpenter's tools, and, if nec- 
essary, flexed to fit curved surfaces. 


OHNS-MANVILLF 


Flexboard won't rot, rust or burn. It never 
needs paint to preserve it. Once in place, 
inside or out, Flexboard is ready for years 
of trouble-free service. 

Recommend J-M Asbestos Flexboard for 
low-cost construction and long-lasting, eco- 
nomical service. For free illustrated bro- 
chure giving full details about Asbestos 
Flexboard, write Johns-Manville, Box 111, 
New York 16, New York. 


| Johns-Manville 


PRODUCTS 
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PACKAGED HARDBOARD 


A new prefinished hardboard square 
wall panel, applied by unskilled 
labor, is announced by the Barclay 
Manufacturing Co., Dept. SBS, 385 
Gerard Ave., New York 51, N. Y. 

Called Barclay Square, the prod 
uct is a 16” square plastic-coated 
panel available in tile patterns, solid 
tones, and selected wood grains. It is 
packaged in handy take-home car- 
tons. 

To prevent scratched 
broken corners, and smashed edges, 


surfaces, 








the squares are packaged in tough 
corrugated fiber boxes. 

A rubber-base adhesive has been 
developed especially for Barclay 
Squares. A caulking compound is 
applied by a collapsible tube, re 
quiring no special skill. 


Write for P373. Use coupon below. 


“CLEAN-OUT” FITTING 


Two-Way is a vitrified clay pipe 
clean-out fitting that makes possible 
a permanent clean-out station for 
sewage in the home-owner’s yard 
eliminating the necessity of digging 
out a sewer line when a stoppage 
occurs. It is made by the Cannelton 
Sewer Pipe Co., Dept. SBS, Cannel] 
ton, Ind. 

The line can be cleaned merely by 
inserting a cleaning rod in either 
direction through the Two-Way 
Clean-Out. The fitting is made in 4” 
and 6” sizes. 


Write for P374. Use coupon below. 


The new Dalton D-500 portabie elec 
tric jig saw is said to be the only 
power tool of its kind with a pistol- 
grip handle, providing easier control. 
It is made by the Dalton Manufactur- 
ing Co., Dept. SBS, 20 South Central 
Avenue, St. Louis 5, Mo. 

This versatile tool does the work of 
a rip, cross-cut, jig, coping, scroll, 
band, and keyhole saw. It comes with 
five different blades for cutting 
plastics, metal, composition boards, 
hard rubber, and other materials. 

It is used on 115-volt AC/DC cir- 


cuits. A built-in compressor blows 





806 Peachtree St., N. E. 
Atlanta 5, Ga. 


Gentlemen: 


Name 
Company 


Address 


City & State 
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Please send more details of the new products indicated. 


Plain! 


Title 





Circle numbers below and return filled- 


in coupon. Literature and prices, or 


catatog, will be maiied promptly to you. 
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theres still timeto 
get your... | 


FREE 
CHRISTMAS PROMOTION 


PACKAGE ! 
added feature ! 


‘2000 in Prizee 


for Retail Lumber Dealers 


who tie-in with this biq DEPA 
Fir Plywood Christrnas Promotion 








every dealer eligible... 
details sent with every “package” 






% For dealers who Staged a Christmas promotion last 
year—here’s a ‘“better-than-ever’’ package 
.complete with “how-to” merchandising ideas! 


* For dealers who have never tapped the big 
Christmas ‘‘Ao-it-yourself’” market — , / 
here’s a natural to build your holiday profits! 











FILL OUT AND MAIL FOR YOUR FREE CHRISTMAS PROMOTION PACKAGE 


Dougles Fir Plywood Association, Tacoma 2, Washington 
Please send the materia ked below together with information about the $2,000.00 
in prizes for dealers 


f} Counter Stand 
Christmas Decoration F Folders Name 


Christmas Toy and Folders 
findicate quontity; up to ‘ F 


() Christmas Wall-Window Bonner 


Firm 


() Newspaper Ad Mats & blicit 

, , | Address 
[} Radio Commis 
Note; How-to” merchandis 


play ideas included in every os City 





dust off the guide line. A recessed 
thumb switch is in the handle. 


Write for P375. Use coupon page 46. 


DECORATIVE DOORS 





Decorative aluminum interior doors 
are offered by Vulcan Metal Prod 
ucts, Dept. SBS, 2801 Sixth Avenue 
South, Birmingham, Ala. 

These doors are easily assembled 
in less than an hour to fit any door 
grille. They can take installation of 
panel plywood, painted to match in- 
terior color schemes, or fiber-glass 
panels for bath and shower stalls. 
One design permits floral decorations 
on the doors themselves. 

Write for P376. Use coupon page 46. 


PINE-FACED PLYWOOD 


A decorative knotty-pine-faced ply- 
wood has been developed by Associ- 
ated Plywood Mills, Dept. SBS, P. O. 
Box 672, Eugene, Ore. 

The panels are made with select 
Idaho white knotty pine veneer over- 
lay on a solid-core inner-ply of fir 
plywood, The panels come in both 
interior and exterior grades. Stand- 
ard size is 48”x96”, in 4%” and %” 
thickness, Other sizes can be special- 
ordered. 

Write for P377. Use coupon page 46. 


POWER TOOL WORKSHOP 


The Duro Master power tool work- 
shop permits home-owners to own 
a complete set of individual, single 


purpose power tools at a lower price. 
It is offered by the Duro Metal Prod- 
ucts Co., Dept. SBS, 2651 North Kil- 
dare Avenue, Chicago 39, III. 

The core of the workshop is a 
patented quick-change motor mount 
attachment that permits one motor 
to operate any number of full-size 
tools with a change-over that re- 
quires about 10 seconds. 

The “shop” includes an 8” tilting 
arbor saw, 414” jointer, 15” jig saw, 
14” drill press, and a 27” gap lathe. 

Write for P378. Use coupon page 46. 


FOLDING GARAGE DOOR 


A self-lifting garage door that opens 
with a straight-upward motion is 
announced by the Reynolds Metals 
Co., Dept. SBS, 2500 South Third 
Street, Louisville, Ky. 

Because it jack-knifes when _ it 
opens, it requires only 6” of overhead 
space and 6” of clearance from the 
door to the car’s rear bumper. 

This simple two-panel leather- 
grain embossed aluminum’ door 


opens away from the weather, elim- 
inating necessity for shoveling away 
snow in winter. It also eliminates 
possibility of a shower of water 
descending after a rain. 

Write for P379. Use coupon page 46. 


TEMPERATURE CONTROL 


Automatic, selective control of tem- 
pevatures on a room-by-room basis 
is now possible with a thermostatic 
system introduced by the Minneapo- 
lis-Honeywell Regulator Co., Dept. 
SBS, 2747-53 Fourth Avenue South, 
Minneapolis 8, Minn. No structural 
changes are required for installation. 

The system consists of a motorized 
electric radiator valve, small trans- 
former, and a new round thermostat 
that has a snap-on plastic cover. 

The valve is designed to control 
the flow of either low-pressure 
steam or hot water, and is installed 
in place of a conventional hand radi- 
ator valve. It is connected to the 
wall thermostat and _ transformer 
with a few feet of inconspicuous 
electric wiring. 

Write for P380. Use coupon page 46. 


HORIZONTAL-LINE DOORS 


To its Colonial and Ranch lines of 
Wel-Bilt overhead garage doors, the 
Huck-Gerhardt Co., Inc., Dept. SBS, 
G and Luzerne Sts., Philadelphia 24, 
Pa., has introduced the Tri-Line 
group for 1955. 

The three models in this line are 
especially suitable for use with 
multi-level houses. All have _ hori- 
zontal lines. 

The flush panel door is available 
either plain or trimmed with several 
kinds of mouldings. 

Carved panel doors are available 
for doors of stock dimensions or 
wider. 

Rosette doors are offered with six 
different motifs—diamond, grid, tar- 
get, leaf, circle, and crystal. 

Write for P381. Use coupon page 46. 


TIMBER RINGS 


Cleveland timber rings make possi- 
ble the economical and widespread 
use of light trusses in small-home 
construction. They are made by the 
Cleveland Steel Specialty Co., Inc., 
Dept. SBS, Cleveland, Ohio. 

The timber ring is set into the 
timbers in grooves cut by the Cleve- 
land grooving tool, so that half the 


ring is embedded in each timber at 

the point of contact. The joint is 

completed with bolt and washer. 
Write for P382. Use coupon page 46. 


CONCAVE LOCK SERIES 


The “500 concave series” of resi- 
dential locksets includes two entry 
locks, privacy lock, passage set, han- 
dle, star escutcheon, concave escutch- 
eon, concave cabinet pull, and con- 
cave cabinet knob with concave 
backplate. They are made by the 
Western Lock Manufacturing Co., 
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If You're Not Already a Per-Fit Dealer. . . 


YOU'RE MISSING 
OMETHING... 








NOVEMBER, 1954... 


yg 5 Great Windows in 
the PER-FIT Line 


PER-FIT double-hung alu- 
minum windows. Custom 
quality at mass produc- 
tion prices. 


BEST-VENT. The unusu- 
ally appealing new type 
double-hung, priced to 
attract any builder. 


PER-FIT SLIDER. The 
amazing new aluminum 
horizontal sliding win- 
dow with 21 outstanding 
quality features. 


#500 PER-FIT SLIDER 
with all 21 outstanding 
features plus a money- 
saving fin and interior 
trim that permits on-the- 
job adjustment to any 
through-wall thickness. 


GLASS BLOCK WINDOW 
—a sturdy new project-in 
aluminum window engi- 


neered for glass block 


~ 





1266 EAST 52ND STREET 


and we can PROVE it! 


The Per-Fir Line is the fastest growing line of alumi- 
num windows on the market today! Dealers all over 
the country are discovering new and bigger profit 
opportunities with this complete line of quality 


aluminum windows—and for good reasons. 


Prices — prices that put you in line with the toughest 


competition in town. 


Features — more exclusive features that are wanted by 
both home owners and builders... features that give you 


more to offer... that will help you close more sales easier. 


Factory Support— prompt deliveries to help you hold 
down inventory and speed turnover . . . dealer merchan- 
dising plans spearheaded by national advertising plus local 
direct mail . . . display stands . . . product literature . . . 


technical literature, and more! 


But why not see for yourself? Write today for com- 


plete information on the new PER-FIrT line for 1954, 


PER-FIT PRODUCTS CORPORATION 


INDIANAPOLIS 5, INDIANA 
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Dept. SBS, 211 North Madison Ave 
nue, Los Angeles 4, Calif. 

The locks, pulls, backplate, and 
escutcheons are displayed on two 
new counter or window display 
units, They show a section of a door 
with locks installed. The one not 
shown here excludes the two pulls 
by the Weslock sign. 

Write for P383. Use coupon page 46. 


LONGER-LASTING PAINT 


A new exterior paint said to have 
greater resistance to mildew, stain 
ing, peeling, and cracking has been 
developed by the Glidden Co., Dept 
SBS, Cleveland, Ohio. 

Spred Glide-On is applied by 
brush, roller, or spray equipment. 
A free-flowing synthetic vinyl] latex 
emulsion, it is said to double paint 
ing speed and to dry to the touch 
within 30 minutes. 

A molecular separation 
this paint to “breathe” 
vapor with no effect upon its ad 
hesive powers. When wet, Spred 
Glide-On molecules absorb moisture 
and expand to form a completely 
water-tight barrier. 

Write for P384, Use coupon page 46. 


permits 
moisture 


TOOL BOARD, CHEST 


Each Stanley Handyman tool is out 
lined on a newly-developed tool 
board made of perforated hardboard 
Pine cabinets also are now available, 
with the same perforated board on 
the bottom, to be hung up on the 
wall as a shallow cabinet. They are 


50 


made by Stanley Tools, Dept. SBS, 
New Britain, Conn. 

There are seven complete tool 
chests and sets offered. A board or 
chest can be given as a present, 
permitting the owner to add various 
tools as he needs or can afford them. 
Tools are held in place by clips and 
nooks. 

Write for P385. Use coupon page 46. 


ALL-GABLE LOUVER 


This prefabricated All-Gable steel 
louver, packaged for time-saving in- 
stallation, is offered by the Maco 
Corp., Dept. SBS, Huntington, Ind. 
The %” louver vent provides 1,027 
square inches of ventilation in a 28’ 
wide house with 4/12 pitch roof. An 
8x8 mesh screen over the entire in 
side face affords insect protection. 
Standard production calls for 


gable sections for 3/12, 4/12, and 
5/12 pitch, and in house widths of 
24’ and 28’. Variations of these stand 
ard sizes will be produced for larger 
projects. 


Write for P386. Use coupon page 46. 


ORNAMENTAL ALUMINUM 


Decorail aluminum parts are easily 
assembled for columns to support 
patio covers or car ports; for awn- 
ings; stair rails; storm doors, and 
similar items. They are made by St. 
Louis Industries, Dept. SBS, 8113 
Rosalie Avenue, St. Louis, Mo. 

Among the parts are end knobs, 
top knobs, scrolls, wall-plate assem- 
bly, posts, caps, spindles. 

Top and bottom rails are extruded 
aluminum in 16’ lengths. They need 
only be sawed to proper length be- 
fore installing. 


A variable angle connector for the 
same spindles used between top and 
bottom horizontal rails can be used 
between sloping step rails. 

Write for P388. Use coupon page 46. 


DIFFUSED GLASS BLOCK 


Suntrol double-cavity glass block 
for exterior walls and roofs have a 
pale green fibrous-glass_ diffusing 
screen sealed into the center. They 
are made by the Pittsburgh Corning 
Corp., Dept. SBS, 1 Gateway Center, 
Pittsburgh 22, Pa. 

Two partial vacuums in the block 
keep out much of the sun’s heat, but 
the psychological effect of the color 
also is important. 

Write for P389. Use coupon page 46. 


METAL SLIDER WINDOW 


The Per-Fit “Job Condition” slider 
window is now offered in a wide 
variety of sizes, with matching 
screens and storm sash available. It 
is made by the Per-Fit Products 
Corp., Dept. SBS, 1204 East 52nd 
Street, Indianapolis, Ind. 





Both the window frame and in- 
terior trim feature etched satin dip- 
lacquered finish. Other character- 
istics are semi-pneumatic jamb 
weatherstripping for double-weather 
protection; zinc cover plate over sash 
tracks, and the use of nylon pressure 
buttons in the sash head rail, actu- 
ated by stainless steel springs. 

A masonry fin centers the slider 
window frame in masonry block 
slots. Simple but positive holding 
fins adjust to all types of construc- 
tion. 

Write for P390. Use coupon page 46. 
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PALCO 





Architectural 
(uality 
edwood 


A FINISHED PRODUCT WITH FULL RANGE OF DESIGN FLEXIBILITY 


...for interior or exterior application 





Far more than just a raw material, redwood is a finished product 

with rare flexibility. Inherent richness of color and grain suit it PALCO Redwood is tops 
for use in its natural form to accent or blend with a wide range in ALL these qualities 
of materials and backgrounds — high degree of paint retention High Dimensional Stability 
allows full choice of finishes — workability, weather resistance, 


: . ; ‘ ‘ Low Swelling and Shrinkage 
freedom from shrinkage or swelling, and maximum dimensional 


stability give redwood compleie versatility in functional and design Finest Faint Seteation 
application. Palco Archiectural Quality Redwood offers the extra 1 Greatest Durability 
value of highest uniformity of grade — yet you pay no higher es) Good Workability 
premium. For design flexibility at its best — specify Palco } 


/] | jf Glue-holding Ability 
Architectural Quality Redwood. N 


THE PACIFIC LUMBER COMPANY 


PALCO REDWOOD The best in Redwood—Since 1869 
Mills at Scotia alifornia 
100 Bush St., San Francisco 4 + 35 East Wacker Drive, Chicago 1 + 2185 Huntington Drive, San Marino 9, Calif. 








MEMBER OF CALIFORNIA REOWOOD ASSOCIATION 
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NRLDA Exposition 
(Continued from page 44) 


First-hand reports on “How to 
Promote the Do-It-Yourself Market” 
were heard by dealers from dealers 
at the second marketing forum. Wal- 
ter Durbahn, proprietor of Edward 
Hines’ televised “Walt’s Workshop,” 
explained the merits of this syndi- 
cated approach to the DIY market. 

“How FHA Is Expanding Your 
Market” was described to the lumber 
dealers Wednesday afternoon by a 
past-president of NRLDA. Norman 
P. Mason, commissioner of the Fed- 
eral Housing Adminstration, told of 
changes in terms, administration, 
and operation to provide maximum 
credit service on both home im- 
provements and new residential con- 
struction. 

The NRLDA board of directors at 
its three morning sessions heard re- 


WALTER H. ALLEN now heads 
sales of aluminum windows and 
doors in the Southern and Eastern 
territories for the Kaufmann Corp., 
Detroit, Mich. The new regional 
sales manager joined the Kaufmann 
organization in 1947. 
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For dealers the most 
helpful feature of the 
N. Y. exposition was 
the clinic on modern 
material handling 
equipment. Top, right, 
Georgian Harold 
Storey and wife, Vir- 
ginian E. R. English, 
and North Carolinian 
W. F. Scarborough 
watch (right) huge 
fork-lift truck quickly 
set down lumber bun- 
dle from flat car for 
quick delivery pick-up 
by straddle carrier. 


Center photo reveals 
effective teamwork 
between Contracting 
Plasterers Assn. of 
Greater N. Y. and the 
Employing Metallic 
Furring and Lathing 
Contractors—manage- 
ment and labor. They 
displayed cutaway ex- 
hibit of modern plas- 
tered walls. 


Three officials of the 
Campbell Coal Co., 
Atlanta, Ga., at right, 
admire displays of 
West Coast woods. 


ports from staff members and chair- 
men of standing committees, Fin- 
dley Torrence, chairman of the Com 
mittee on Statistics, reported prog- 
ress in developing some operating 
ratios that could be commonly used 
by dealers nationally. 

Reporting for the Standards Com- 
mittee, Chairman Don A. Campbell 
said that trade officials for West 
Coast species are on the verge of 
developing grade names that should 
make it easier for consumers to 
understand differences in construc- 
tion lumber grades. 

Russell Nowels, chairman of the 
Merchandising Committee, announ- 





ced that this body was shifting its 
attention from advertising aids to 
display methods that will produce 
more sales for dealers. He explained 
how proper display in a _ building 
material store builds customer good- 
will; eliminates price competition; 
helps “plus every sale” through re- 
lated purchases; and cuts the cost 
of doing business. 

Thomas Bright, manager of the 
building products division of the 
Saturday Evening Post, revealed the 
findings of a marketing survey in 
a flip-chart presentation. It pointed 
up trends in the material purchasing 
habits of Mr. and Mrs. America. 
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Gifts for Customers? 
(Continued from page 27) 


of donors said they believe in the 
practice as a business-getter or to 
keep pace with generous competi- 
tors. 

The independent industry sur- 
vey produced this check-list for 
choosing a suitable gift: 

1. The gift should be something 
the recipient can use. 

2. The gift should be different — 
not something the recipient already 
has. 

3. Quality of the gift is important 
since it vies with many others that 
often are discarded as trinkets or 
“Sunk.” 

4. Duplication should be avoided, 
because a customer can usually use 
only one advantageously and the 
impression of the donor is lessened 
when the customer receives more 
than one. 

5. The family as well as the re- 
cipient should be considered, not 
necessarily with individual gifts 
but with one the whoie family can 
enjoy. 

6. Price should be within the 
giver’s budget. The survey showed 
that $11 was the average gift price 
for top customers and prospects; 
$5.15 on gifts for other customers 
and prospects, and $4.20 on gifts 
for others. 

The newest idea in gift giving is 
that of the Certif-A-Gift Company, 
Evanston, Illinois. This service is 
aimed to insure that the given gifts 
will be really welcomed and that 
they will be different from some- 
thing else the recipient receives. 

A large illustrated certificate 
permits the gift recipient to choose 
his own gift from a wide assort- 
ment of quality merchandise. 
There are eight different gift 
groups, ranging in value from $5 
to $25, which the businessman or 
firm can offer. In the businessman 
or firm’s name, this service com- 
pany mails out a handsome Christ- 
mas certificate with a folder illus- 
trating gifts of a certain type and 
in a set price range. No mention of 
price is made in the folder — it 
merely lets the recipient select the 
gift he wants and then write for it. 
The donor firm is then billed by 
Certif-A-Gift for the presents 
shipped. 

Personalized tool sets are grow- 
ing in popularity so much that the 
Vaco Products Company offers a 
special gift service. It includes a 
choice of 12 different tool-gift 
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Make extra sales with 





the ‘‘do-it-yourself’’ 
folding door! 








Check all the sales-making 
reasons your customers go for this 
quality folding door. 

You'll see why more and more 
dealers are sweetening their profit 
margins with SPACEMASTER— 
the fastest selling folding door on 
the market. 

















Here’s why: 


It’s low in cost... lowest in history of quality folding door, even with 
your full markup. 


It’s easy to install...takes about fifteen minutes...needs no special tools. 
it’s easy to decorate...can be slip-covered—or painted with any good 
rubber-base paint. 

It saves space... no area lost to door swing. 


Fits almost any standard opening... three heights; 6’ 6”, 6’ 814” and 8’ 0”, 
Three maximum widths; 2’ 6’, 3’ 0” and 4’ 0”. Doors can be used as 


pairs. 
it's a Nationally Advertised Quality Product—made and backed by the 
makers of famous Modernfold dcors 


Get full details from your Modernfold distributcr—or mail coupon. 


NEW CASTLE PRODUCTS, INC., New Castle, Indiana « Montreal 6, Canada 


SPALEMASTER 


/ 

. 

New Castle Products, Inc. foldi g doors 
P.O. Box 995, New Castle, Indiana Yi 


Gentlemen: Give me full information on Spacemaster doors. 
® 
modernfold 


COP. 1954 NEW CASTLE 
PRODUCTS, INC 
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packages, which are sent by the 
producers with an appropriate 
“Best Wishes for the Holiday Sea- 
son” greeting. The name and ad- 
dress of the donor appear on the 
gift box and the name on the in- 
dividual tools, which are suitable 
for home, tool chest, and auto glove 
compartment. 

“The sky’s the limit” to which 
one can go with this Christmas- 
gift business. The cost, sentiment, 
and trouble are all factors to be 
weighed. The least a processing 
lumber yard might do is what the 
Madera Lumber Company in El 
Paso, Texas, does each Christmas- 
tide. 

The whole idea is covered in this 
brief item from the El Paso Herald, 
which last December 18 was head- 
ed “Free Kindling Offered by Lum- 
ber Firm!” 

“All year long the Madera Lum- 
ber Co. sells kindling, but from to- 
day through Christmas it will be 
free to all who call for it. 

“*We wili welcome a big crowd,’ 
said Assistant Manager Wallace 
Lowenfield. 

“The company’s mill is at 1300 
South Stanton street.” 


Christmas Sales 


(Continued from page 31) 


They also stay open all day Satur- 
day for Christmas shoppers, a time 
when most lumber yards are 
closed, 

Many home handymen who 
would tackle the finishing of an 
attic wouldn’t think of making 
simple Christmas presents or dec 
orations without the lumber deal- 
er’s suggestion. So it is a good idea 
to remind customers of these possi 
bilities with both displays and ad 
vertising well before Christmas. 

Plans for the house or store dec 
orations and presents that illus- 
trate this article plus many 
other Christmas items and decora- 
tions made of plywood — are avail 
able free from the Douglas Fir Ply 
wood Association, Tacoma 2, Wash 
The more than 25 plans include 
decorative outdoor cut-outs, life 
size nativity scenes with eight 
figures. 

Along with the plans, the asso- 
ciation will send displays, ad mats, 
and radio and TV commercials to 
help dealers promote this Do-It- 
Yourself idea. 


The promotional package _in- 
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MAKE DREAM KITCHEN A REAL KITCHEN, CHRISTMAS 
war Sacle Lowber Co. came 
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20x21 TELEVISION 


TABLE 


EXTRA VALUE 
Of these 20x21 ready On 

te paint TV Tables ly 
Strong construction as 


well at a beoutitl 
piece of furniture 


Give your family one 


COME AND SEE THE BEAUTIFUL DOLL HOUSE 
ON DISPLAY AT SEALE LUMBER CO. 


STORE HOURS—8 TO 5 


LUMBER CO 


PHONE 6.1151 


103 34th St., Ensley 








SPECIAL 
PANEL TYPE 


Noted for durability, rigidity, 
woter greet ponais to withytend 


all weather conditions, Ready to 





In a special Christmas shoppers’ tabloid newspaper published in the Ensley 
section of Birmingham, Alabama, the Seale Lumber Company bids for big 
packaged orders from Christmas shoppers with full-page ads like the one 
reproduced above. Printed in two colors, the ad stops readers with the 
provocative headline, “Dress Up your Home this Christmas,” and appealing 


home scenes. 


Bedford Seale subscribes to three syndicated advertising 


services. From them he selects and artfully combines illustrations and copy 
that draw more customers into his suburban store. 


cludes a detailed ‘merchandising 
plan,”’ which outlines display ideas, 
residential display contests, par- 
ticipation in organizational Christ- 
mas programs, and encouraging 
school projects. 

A giant banner identifies the 
store as Christmas Headquarters. 
An intriguing dispenser holds 50 


copies of the outdoor display plans, 
50 of the gift and toy-plan folder, 
and two of the nativity plans. 
Among the gifts to be made are 
cutting boards, serving paddles, 
knife rack, magazine rack, TV 
serving tray and stand, TV snack 
table, bicycle trailer, child’s draw- 
ing desk, rocket club house, space 
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guns, giant building toy, doll house, 
and fiying-saucer rocket car. 

The Melcher-Schene Hardware 
and Lumber Company, in St. Louis, 
Missouri, does a better-than-usual 
job of selling toys, especially trains 
— largely by encouraging parents 
to put presents up early. The com- 
pany usually has 350 electric trains 
in lay-away by the first of Decem- 
ber. 

Sales Manager Bert Tate devel- 
oped this market with a three-step 
sales program. 

Early in September, he sets up a 
table-top railway in the center of 
the big Melcher-Schene store. This 
table is of plywood, seven feet by 
five feet, with bins to hold cartoned 
trains. The table holds tunnels, sta- 
tions, water tanks, warning signals, 
and a complex looping of track for 
simultaneous operation of three 
trains. 

Second, he holds an informal 
training class so that all store per- 
sonnel become experienced “rail- 
road dispatchers.” Then they, in 
turn, can show customers how to 
operate the various parts of the 
train system. 

Third, Melcher-Schene uses ex- 
tremely lenient lay-away plans. 
The customer comes in whenever 
it is convenient and pays only as 
much as he likes. The only strict 
rule is that the merchandise be 
paid for within a few days before 
Christmas. 

When it is time to deliver lay- 
away toys, which are marked with 
code number, customer’s name, and 
approximate date to be picked up 
or delivered each package is 
opened and inspected to make sure 
there is no mistake. Then it is gift- 
wrapped if the customer so desires. 

Tying-in with community proj- 
ects is an excellent Christmas pro- 
motion for building supply stores. 

The W. P. Stephens Lumber 
Company offers the front of its 
branch yard in Austell, Georgia, 
each year for the community’s a:i- 
nual “Arrival of Santa Claus.” 

Children and their parents as- 
semble in front of the store on a 
Saturday afternoon shortly before 
Christmas. A drawing is held from 
a platform for prizes donated by 
the Stephens yard and other firms. 
Tickets for the drawing help raise 
money to provide toys and clothing 
for needy children and other com- 
munity projects during the year. 

After the drawing, Santa Claus 
and his two helpers arrive in a 
Stephens delivery truck to dis- 
tribute bags of candy and chat with 
the younger children. 
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silent salesmen ©. 


WESTERN PINE ‘IDEAS’ 


“Friendly Home Ideas in Western 
Pine” contains 24 pages of photo 
graphs in color and in black and 
white of attractive applications of 
Idaho white pine, ponderosa pine, 
and sugar pine. 

Suitable for dealers’ planning cen 
ters, the booklet inspires home-own 
ers to use these woods for interiors 
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ip 


<teriors, and many built-ins. Brief 
y explains each photograph. 

Contact: Western Pine Assn., Dept 

SBS, Yeon Building, Portland 4, 


re 


NAIL CARTONS 
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cartons have hand grips for easy 
handling and sturdy three-ply corru- 
gated board sides. 

The two-color cartons make attrac- 
tive displays, require less storage 
space, and cut shipping costs. 

Contact: The Deniston Co., Dept. 
SBS, 4856 South Western Avenue, 
Chicago 9, IIl. 


HOLDS SASH BALANCES 


Printed in five colors, this display 
holds 16 pairs of replacement bal- 
ances that the home-owner can in- 
stall himself. 

Copy on the display shows how 
broken cords can be removed and 
Pullman Lifetime sash balances put 
in without removing the sash. A slot 
in the display holds take-home lit- 
erature. 

Contact: Pullman Manufacturing 
Corp., Dept. SBS, Rochester 21, N. Y. 


SHOWS TILE IN COLOR 


Metal tiles in a variety of colors are 
promoted as a wall covering in a 12 
page brochure with wash drawing 
illustrations. 

The copy points out that Vikon 
tiles are made of enameled chroma- 
tized steel, porcelain on aluminum, 
enameled aluminum, copper, stain- 
less steel, and plastic. They are said 
not to crack, chip, or craze. Tile is 
shown in color in the booklet. 

Contact: Vikon Tile Corp., Dept. 
SBS, Washington, N. J. 
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PANELING BOOKLET 


A Do-It-Yourself booklet tells how to 
apply Plankweld prefinished room 
paneling, using the concealed metal 
clips. 

It also describes Plankweld and 
shows the various woods available 

birch, walnut, oak, korina, Philip- 
pine and Honduras mahogany. Sizes 
of the panels are shown to help the 
consumer decide which ones best fit 
his needs. 

Contact: U. S. Plywood Corp., 
Dept., SBS, 55 West 44th Street, New 
York 36, N. Y. 


COLOR CHART CHIPS 


A revised edition of Satin Luminall’s 
“Match-A-Chip” color chart is now 
available. It holds 72 chips painted 
with the latex-alkyd finish. 

Removable tabs permit holding the 
chips close together to work out color 
schemes. The brochure explains how 
this thin sheet of latex paint anchors 
firmly to the wall, allowing grease 
and other soil to be washed off with 
soap and water. 

Contact: Luminall Paints, National 
Chemical and Manufacturing Co., 
Dept. SBS, Chicago 9, Ii. 


SLIDING GLASS DOORS 


A new consumer folder permits cus- 
tomers to see all stock models of 
Arcadia sliding glass doors by com- 
bining tear-out doors of cardboard. 
Any width desired is possible from 
a choice of nine basic door units. 
All doors in this “Multi-Width” 
system are 6/10” high. The various 
widths and model numbers also are 


shown in the two-color consumer 


folder. 
Contact: Arcadia Metal Products, 
Dept. SBS, Arcadia, Calif 


PLANK & BLOCK POSTER 


This four-color wall or window post- 
er calls attention to two Do-It-Your- 
self building materials—Marlite pre- 
finished plank and block. 

The 17”x22” poster shows a com- 
pleted dining-room wall and a home- 


owner applying block to the wall. 
It offers “Free Samples—Free Esti- 
mate.” 

Contact: Marsh Wall Products, 
Inc., Dept. SBS, Dover, Ohio. 


PLASTIC PANEL STAND 


This combination display and storage 
rack for Formica laminated plastic 
panels enables Do-It-Yourself cus- 
tomers to make easy selection of 
patterns and sizes. 

The display stecks up to 40 sheets 
of Formica. The steel frame is fin- 
ished in a neutral gray enamel. A 
metal sign on the front holds a quart 
of contact bond cement and descrip- 
tive literature. 

Contact: The Formica Co., Dept. 
SBS, Cincinnati 32, Ohio, 


PROTECTIVE PAPER ROLL 


Sisalkraft protective paper is now 
offered in a take-home roll that sim- 
plifies its use by home-owners. 

A self-service carton, holding 12 
rolls of 36” wide Sisalkraft, provides 
a colorful floor display to promote 
impulse buying. Pictures on the 
sides suggest many uses. 

Contact: American Sisalkraft Corp., 
Dept. SBS, Attleboro, Mass. 
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ITS NEW! 


For full details of these new prod- 
ucts you might profitably sell or use 
in your business, send your name and 
address with the names of the items 
you want to: IT’S NEW, Southern 
Building Supplies, 806 Peachtree 
Street, N. E., Atlanta 5, Georgia. 


ARISTOCROME BATHROOM ac- 
cessories are chromium-plated on 
solid brass. This Hall-Mack line’s 
new styling blends with any decor. 


BLUE RIDGE PATTERNED GLASS, 
handled by Libbey-Owens-Ford, is 
offered in a light-diffusing pattern, 
3/8” thick with corrugations 2%” 
on center. 

ADOR SLIDING GLASS DOORS 
now come in a lower-priced extrud- 
ed model, with four-way weather- 
sealing and _ stainless steel roller 
bearings. 

LEAK-TEC is a liquid sprayed from 
its container to detect minute leaks 
of gas, air, or other gaseous -sub- 
stances under pressure. 

JACOBS WALLPAPER is now of- 
fered in two three-dimensional shut- 
ter patterns—one with _ shutters 
closed and the other with shutters 
slightly open. 

GLO-LUX HOUSE PAINT has been 
tested for superiority with five 
years of concentrated weather con- 
ditions, such as snow, rain, wind, 
and sun. 


WINDOW-GRILLE adds beauty and 
screens a window air-conditioning 
unit. Its aluminum grille of oak 
leaves and acorn design doesn’t 
affect the unit’s efficiency. 

BRIT SAFE-VENT for double-hung 
windows provides safe ventilation 
and positive protection against 
prowlers and thieves. Its stainless 
steel bolt slides in a slotted plate 
along side rails. 

WINFIELD GARAGE DOORS are 
made of solid redwood. Designed 
with beveled panels, this overhead 
door is said to cost no more than fir 
doors. 


YALE & TOWNE’S DOOR CLOSER, 
for screen, storm, and combination 
doors, retails for less than $2. Of 
heavy-gauge steel, this pneumatic 
closer fits all doors. 


D & P MASTERCRAFT bathroom 
fixtures—towel bar, tissue holder, 
soap dish, tumbler holder, and robe 
hook—now come in packaged sets. 
LARGER NOVOPLY three - ply 
“sandwich” plywood panels are now 
available—4’x16’ in %” thickness. 
They are kiln-dried, water resistant, 
and have great dimensional stability. 
UNASON BRAD DRIVER and setter 
simplifies application in  hard-to- 


reach places. The magnetic steel core 
holds brads while pressure on the 
handle drives them in. 


STEELBILT steel frames for sliding 
glass door walls are triple-treated 
for paint-grip surfacing. They are 
6/10” high and come with left or 
right venting. 


BARNES CELLAR DRAINER, mod 
el S-16, pumps up to 3,000 gallons an 
hour at 5’ of head. It has a floatless 
switch and easy-to-clean top suction 
strainer. 


PARSONS POWER SAW CASE 
holds most 6” and 7” and some 8’ 


saws. Retailing for $6.95, it is made 
»f 20-gauge welded steel with piano- 
type hinge and storage space for 
iccessories, 

DECKER DOOR LATCHES require 
no mortising, latch automatically, 
are factory-assembled. Used on all 
doors from %” to 11/8” thick, they 
ire made in three sizes—standard, 
unior, and DeLuxe. 


ROBERTSHAW - FULTON’ CON- 
TROL for electric heating is actuat- 
ed by a powerful metal bellows, 
isually employed only in higher- 
priced thermostats. Two screws hold 
the unit on a standard switch box. 








Builders and Decorators agree... 


MARLITE’S _ 


RIGHT 


for every room 
in the home! 


* Guaranteed by @ 
Good Housekeeping 
> oo, wt 


“5 sovcanst® 


Increase your remodeling and do-it-yourself profits 


Now you can sell profitable Marlite 


prefinished paneling for 


any home interior. During National Home Week, many leading builders and 


their decorators featured Marlite in 
dining, rooms, bedrooms, playrooms 
rooms, in addition to the usual kitche 
For increased profits in new const 
recommend Marlite for any room wl 


| types of interiors 
lens, recreation rooms, utility 


living rooms, 


s and bathrooms. 


ction, remodeling and do-it-yourself— 


beauty, ease of cleaning and 


durability are desired. Prefinished Marlite Planks, Blocks and 


Panels, provide a choice of panel sizes 
styled by Raymond Loewy Associat« 
marble patterns, give free reign to 


every decorative imagination, 


So, offer your customers the finest. 


Sell Marlite with pride and con 


fidence—for every room in the home! 


MARSH WALL PRODUCTS, INC., Dept. 1197 Dover, Ohie 


Subsidiary of Masonite Corporation 


OUR TWENTY-FIFTH YEAR OF LEADERSHIF 


MARLITE PLANK AN BLOCK PATENT A 


New “Companion Colors” 
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Masonite® Tempered Duolu«® 
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association activities 


Oklahoma Survey Reveals Shortcomings 


LEONHARDT CHOSEN 
IN ELECTION SWITCH 


A MAJORITY of the retail lumber 
dealers in Oklahoma cling tenacious- 
ly to the traditional “lumber yard” 
viewpoint or procrastinate about 
taking the obvious step forward to 
meet the consumer-shopper. 

Only 40 per cent have entered into 
the transition which opens for them 
the vast, do-it-yourself market in the 
building supply field. 

Furthermore, most advertising by 
Oklahoma retail dealers is “canned” 
or it is locally prepared on a com- 
petitive, cut-price basis which tells 
the customer, in effect, that he is a 
sucker if he pays full list. 

These were some truths laid before 
the eighth convention of the Okla- 
homa Lumbermen’s Assn. by Harry 
Canup, business consultant of the 
extension division of the School of 
Commerce of Oklahoma A & M Col- 
lege. His subject was, “What is the 
Great Transition Now Taking Place 
in the Retail Lumber and Building 
Material Dealer’s Industry?” 

The convention and its companion 
products show were housed under 
one roof in the Municipal Auditorium 
in Oklahoma City, October 19-20. 
Registration was near the 2,500 mark, 
well in excess of last year’s attend- 
ance, 

Canup, who personally visited 35 
Oklahoma retail lumber dealers and 
found 20 who would confide signifi- 
cant information, concluded from his 
survey that the retail lumber busi- 
ness in Oklahoma is generally in a 
dispirited state. 

“Ninety per cent of all those whe 
come in contact with the consumer 
public at the point of sale are wholly 
inept, untrained, and without any 
conception of the job to be done,” he 
declared, and added: 

“The retail lumber dealer must 
make up his mind to be either fish 
or fowl. ... It is my opinion that, 
generally, successful survival of the 
retail lumber dealer lies in full and 
unrestrained direct contracting in 
open competition with independent 
contractors—unless a whole new re- 
lationship can be established to their 
mutual advantage.” 

On the first morning of the conven- 
tion, association directors met and 
junked the precedent of promotion 
in election of officers. They chose as 
president, Alfred L. Leonhardt, of 
the Leonhardt Lumber Company of 
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Oklahoma City. He had not been an 
officer during 1954, but had previous- 
ly served six successive years as 
treasurer. 

Canup’s remarks, in a_ factual 
sense, were the most critical directed 
to the industry in this state in the 
history of its association conventions. 

As a result of his personal survey, 
conducted between August 1 and 
October 15, Canup separated the re- 
tail lumber dealers of Oklahoma into 
three groups. Those who cling to the 
view that a lumber yard is just that, 
no more, he said, “do business pri- 
marily with, and for, the profession- 
al contractor and mechanic. Their 
only concession to the layman is a 
few pieces of lop-eared literature and 
some dirty cardboard display. 

“Their inside merchandise display, 
if they have one, is poorly arranged, 
inadequate, mixed up, unpriced, and, 
tco often, actually dirty. Their per 
sonnel who meet the consumer shop- 
per are untrained, ill at ease, and 
often unkempt; usually more con- 
cerned with getting back to the job 
of unloading a truck or car than with 
making a sale.” 

The second class of yards, Canup 
said, “are in a transition period.” 
Reluctantly and with resistance, they 
have one foot on the bank and one 
foot in the boat—with the gap wid- 
ening, trying to figure out which 
way, how far, how fast and when. 


of Lumber Dealers 


“This group realizes a consider- 
able change has already taken place, 
that further change is inevitable, and 
that they must go along with it if 
they are to survive. However, they 
want very much to have their cake 
and eat it, too. They would like to 
have the major contractor business, 
at a profit, and at the same time 
increase their direct-to-consumer 
sales. 

“They are fearful of the con- 
tractor-mechanic reaction if they 
move toward the consumer too fast, 
although they know they are mov- 
ing away from the contractor-me- 
chanic slowly, but surely.” 

Those in the third group are well 
into the transition and many are on 
the way out of it. They are all “very 
happy about their new-found free- 
dom, new opportunities to do busi- 
ness in a free market without the 
straight-jacket limitations of distri- 
bution through one or two channels. 
In every case their total volume is 
showing almost miraculous increase, 
their gross profit and net profit posi- 
tion is improving, and they are doing 
less price-cut volume on big-ticket 
sales and more full margin volume 
on small-ticket sales. They are less 
concerned about criticism by, and 
alienation from, the contractor-me- 
chanic and have actually lost but a 
few of them as customers, except the 
large multiple housing project pro- 


New officers of the Oklahoma Lumbermen’s Assn., elected by the board of 
directors at the eighth annual convention, are seen above. From left, the 
quartet includes G. Pack Sharpe, Oklahoma City, treasurer; Alfred L. Leon- 
hardt, Oklahoma City, president; Tom J. Hughes, Cushing, vice-president; 
and Virge Steger, Durant, retiring president. W. M. Morgan, Oklahoma City, 


is secretary-manager. 


New Congressional district directors include E. W. Dixon, Tulsa; A. B. 
Capps, Delaware; Henry B. Poore, Sulphur; T. J. Hughes, Cushing; R. F. 
Collins, Norman, and A. C. Johnson, Clinton. 
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moters which they didn’t have any- 
way.” 

Canup pointed out that with few 
exceptions, even the most progressive 
yards have barely scratched the sur- 
face of the Do-It-Yourself market, 
that it is unlikely anyone has even a 
remote conception of the vast pos- 
sibilities of this field. 

Only three yards of the 35 con- 
tacted were realistically going after 
major project sales on an aggressive, 
creative basis with outside contact 
to stimulate building of patios, gar- 
ages, additional rooms, extra baths 
and remodeling jobs, he said, adding: 

“The key to this business is out- 
side selling; few home-owners stroll 
into the yard office and ask to be 
waited on, please.” 


On survival of the retail lumber 


dealer by embracing full and un- 
restrained direct contracting in open 
competition with independent con- 
tractors, Canup said the retail lum- 
ber dealer “is going to be either 
a bona-fide contractor with full re- 
sponsibility, taking a profit or a loss 
in his own right, or he is not 
going to be a contractor at all.” 

He continued: 

“Departmentalization is a crying 
need on every hand. With two ex- 
ceptions, those yards which have 
done the best jobs of expansion and 
diversification have not actually 
created departments in the degree 
necessary to maintain inventory con- 
trol, cost accounting, and mechan- 
dising. Generally, the excuse is lack 
of know-how, or that it will entail 
considerable expense and additional 
personnel. 

“One exception is a small yard 
doing less that $150,000 per year, 
which has done a fine job of de 
partmentalizing the physical plant 
and merchandise as well as the book- 
keeping. The operator told me that 
the results were a higher net profit, 
lower investment to sales ratio, and, 
particularly, less uncertainty about 
what was happening to him. 

“The universal evil and most pres- 
sing need in the whole retail lumber 
industry is the matter of sales per- 
sonnel. Ninety per cent of all those 
who come in contact with the con- 
sumer public at the point of sale are 
wholly inept, untrained, and without 
any conception of the selling job to 
be done. Many of them with long 
years of experience and broad tech- 
nical knowledge of product may be 
adequate for serving contractors and 
mechanics who know exactly what 
they want, but are completely lost 
in the presence of the new consumer 
customer who does not know the 
‘language,’ and often is not even sure 
of what he does want. This new type 
of customer needs lots of help, pa- 
tience, understanding, guidance, sug- 
gestions, demonstration, know-how 
and show-how. 

“Most of the alert management are 
well aware of this situation and 
would like to do something about it. 
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But, they complain, most of the so- 
called training programs offered to 
them are primarily of a technical 
nature, concerned with lumber and 
building materials as such with more 
emphasis on ‘figuring’ a job than on 
selling it in the first place. Criticism 
of programs offered by suppliers and 
manufacturers is that they are more 
brand-name propaganda than train 
ing in how to sell the item itself.” 

Only three speakers appeared dur 
ing the two business sessions of the 
convention. Martin V. Coffey, general 
sales manager, Philip Carey Manu 
facturing Co., delivered his popula: 


nspirational message, “Selling Amer- 
W. F. Lott, superintendent of the 
Oklahoma A & M Demonstration 
Farm on the outskirts of Oklahoma 
City, presented slides illustrating 
iildings developed on the farm 
hrough cooperation of OLA. His 
ibject was, “What is the Transition 
Selling the Rancher and Farmer?” 
\gain the basement of Oklahoma 
ty’s Municipal Auditorium, more 
dely known as “The Zebra Room,” 

is filled to capacity with the ex- 
ts of manufacturers and distrib- 








Another good reason why if pays to be a || Dickey] Dealer 


Youre a Fee 


e to everyone at Dickey 


You are a Very Important Person to the Dickey Repre- 
sentative who calls on you, and to the shipping clerk... 


the telephone operator... t! 


1e accountant. In fact, every- 


one at Dickey wants you to be pleased with the Company, 
its products and its service. They want to be helpful. Your 
requests are always welcome. They will turn the place 


upside down to help you 


sell Dickey pipe. Just another 


reason why it pays to be a Dickey Dealer. 


If it's made of clay, it’s good . . 


W. S. DICKEY 
CLAY MFG. CO. 


Ala., Chattanooga, Tenn., 


Mo., Meridian, Miss., 
T 


Tex., Texarkana, Tex.-Ark. 


. if it's made by Dickey it’s better 


Dickey Sanitary 
Salt-Glazed Clay Pipe 


ALWAYS IN DEMAND 


Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





Houston Leaders 


New officers of the Retail 
Lumber Dealers Assn. of 
Houston are seen at right. 
From left they include: J. 
Harvey Tampke, president: 
Leon Roos, vice-president: 
W. D. Parker, board chair- 


man; John Anderson, advisory board chairman; Robert 
Merklein, membership secretary, and H. J. Skinner, 


secretary -manager. 


These dealers were elected at the annual dinner meet- 
ing on October 12. Guest speaker was B. J. Repsdorph, 
hard-writing expert. He demonstrated how easily checks 


500 Expected at Sash 
Door Meet in Orleans 


Including jobbers, suppliers, wives, 
and other guests, some 500 persons 
are expected to attend the 15th 
annual winter meeting of the South- 
ern Sash and Door Jobbers Assn. at 
the Roosevelt Hotel in New Orleans, 
November 30-December 2. 

Committee meetings will be held 
Tuesday morning and business ses- 
sions for members only Wednesday 
morning. The panel sessions Wednes- 
day afternoon will open to all male 
registrants, according to Secretary- 
Treasurer Tom Birchfield. 

The men will enjoy a buffet lunch- 
eon and golf tournament Tuesday 
afternoon, The ladies will tour old 
New Orleans homes Tuesday and 
have lunch Wednesday at the Court 
of Two Sisters. 

The buffet dinner, floor show, and 
dance will be held Wednesday eve- 
ning. An afternoon of horse racing 
will bring the meeting to a close 
Thursday afternoon. 


Kansans Meet in April 


The Kansas Lumbermen’s Assn 
has set its 1955 convention date for 
April 20-21. Members will assemble 
at the Lamar Hotel in Salina 


To Handle Collections 


Daniel T. Taylor has joined the 
Construction Materials Credit Serv- 
ice of the Falls Cities Construction 
Materials Assn., Louisville, Ky. This 
credit and collection service is oper 
ated by the dealer-members of the 
association. 

In announcing the appointment, 
Executive Secretary Robert L. Coff- 
man said that business had nearly 
doubled in the last 18 months, and 
that he expected it to double again 
in the next year. 

Taylor received his law degree 
from the University of Louisville 
early this year. He has worked for 
other collection agencies. 


60 


Make Way for Spawning 


Another evidence of the increasing 
interest the logging and lumbering 
industry is taking in fish and wild- 
life management and perpetuation 
was a recent unique project involv- 
ing a famed north Idaho fishing 
stream, Big Lightning Creek. 

It is a raging torrent during spring 
run-offs. But the flow in the rocky 
lower reaches is so low in the late 
fall that Dolly Varden trout and 
kokanee from Lake Pend Oreille 
have difficulty entering the creek 
on their annual spawning migrations. 

In cooperation with local sports- 
men’s groups and the Idaho Fish and 
Game Department, the Pack River 
Lumber Co., Sandpoint, Idaho, pro- 
vided the services of a bulldozer and 
operator. They deepened the chan- 
nel enough that the hordes of fish 
could make their way upstream to 
gravel spawning grounds. 


Trophy Honors Snark 


The newly-organized North Idaho 
Hoo-Hoo Club recently staged its 
first annual golf tournament and 
dinner at the Hayden Lake Country 
Club for all persons connected with 
the production and promotion of 
forest products. 

A perpetual trophy in memory of 
the late J. M. Brown was presented 
by Harold Halstad, Spokane. Brown 
at one time was snark of the inter- 
national Hoo-Hoo order. He also was 
president of the National Lumber 
Manufacturers Assn. He helped found 
and manage the Long Lake Lum- 
ber Co. and the Northwest Timber 
Co 


New Fasteners Added 


Under its $2,000,000 expansion 
program, the Southern Screw Co., 
Statesville, N. C., has added to its 
lines four new fasteners—machine 
screws, tapping screws, drive screws 
and hanger bolts. 

The fasteners are being produced 
in all standard sizes and in all popu- 
lar head styles and finishes. South- 


may be forged and altered by crooks. 

A special guest was “Texas Red” Stone, Houston 
naval flier, who was shot down by a Mig-type jet bomber 
off the Siberian coast and rescued with eight others after 
14 hours hours in an over-loaded raft after the plane 
sank in the Sea of Japan. 


ern fasteners are packed in inde- 
structible steel cans for bulk ship- 
ment and in packages for attractive 
display and easy, sure identification. 


Knoxville Builders 
Erect 200 Negro Units 


Pre-fabricated houses have offered 
a means of providing the first pri- 
vately-built Negro housing develop- 
ment in eastern Tennessee. 

The 200 families now occupying 
Lincoln Heights in Knoxville pay 
$40 or less a month for one- and two- 
bedroom units. The project was 
erected by William W. Grubbs and 
Jess C. Gillespie, Knoxville business- 
men turned builders. They both had 
erected American Houses, Inc., mod- 
els previously. 

Al Thompson, racial relations ad- 
viser for the Housing and Home 
Finance Agency in the Southeastern 
states, with headquarters in Atlanta, 
brought together Negro leaders and 
officials of Knoxville College. A 
graduate of the school himself, he 
persuaded them to sell 23 acres of its 
campus for the housing project. The 
City Council showed its enthusiasm 
for the project by installing storm 
sewers and paving streets, something 
it had not done for a developer in 
15 years. 


h 


-hoo 


LOG 


WITH THE GRAND SNARK, Tam- 
pa’s John Dolcater, and Ben Spring- 
er, national secretary, present as 
special counselors, Hoo-Hoo mem- 
bers from the 15 clubs in Jurisdiction 
IX will hold a conference at the 
Biltmore Hotel in Atlanta, Ga., on 
November 6. . . . Washington, D. C., 
Cats started fall activities with a 
bang by making the most of a big 
concatenation at the Continental 
Hotel on October 20 and the gala 
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dinner-dance at the Hotel Statler on 
October 30. Snark Dolcater was the 
honored guest of the evening presid- 
ed over by President “Bud” Quinn. 
. Under the leadership of Pres. 
Joe Addington, the new Virginia 
club, Hampton Roads Hoo-Hoo Club 
No. 154, held their first concatena- 
tion in Norfolk on October 28. Twen- 
ty Kittens were duly processed in 
the presence of Snark Dolcater... . 
New officers of Savannah Hoo-Hoo 
Club No. 134 are Charles B. Mikell, 
president; James W. Logan, vice- 
president; George C. Patrick, secre- 
tary; J. Chatham Howard, treasurer, 
and Henry J. Smith, Cattamer 
(sergeant-at-arms). . . . The Corpus 
Christi Hoo-Hoo Club has these new 
leaders for Texas fraternal activities: 
Tom Lankford, president; J. E. Brad- 
ford, vice-president; Eddie Raasch, 
secretary-treasurer; Mitch Womack, 
sergeant-at-arms; Ed Bull, vicegerent 
snark. ... And the Hoo-Hoo officer 
line-up in Houston (Club No. 23) 
consists of Retailer Weldon Walker, 
president; W. C. Whitridge, vice- 
president; Louis Ripley, secretary; 
Miles McDermott, treasurer; Jack 
Walcott, Cattamer, and John T. Cox 
Jr., vicegerent snark. . . Miami 
Hoo-Hoo Club No. 42 in Florida held 
a grand concat at the Police Benev- 
olent Hall on October 12. President 
Bob Cameron reports an innovation 
in lining up the degree teams. Brow- 
ard county lumbermen comprised 
the speaking team and Miamians 
made up the acting team. Bob Martin 
fed Kittens and Cats delicious bar- 
becue. .. . To attract qualified high- 
school graduates to the lumber in- 
dustry, the Detroit Hoo-Hoo Club 
and the Detroit Lumbermen’s Assn. 
have each established $500 annual 
scholarship awards at Michigan 
State College. The two $500 yearly 
grants are awarded to members of 
the freshman or sophomore class en- 
rolled in the lumber and building 
materials merchandising course. 


Sales Teamwork 
(Continued from page 36) 


from each individual present if he 
or she has any questions or sug- 
gestions. More often than not, the 
brightest idea produced by the 
meeting comes from one who has 
had the least to say during general 
discussions. This convinces us that 
every member of our organization 
probably has a worthwhile idea. 
Almost invariably at these meet- 
ings someone thinks of a former 
customer who has not been seen at 
our place for months or more, and 
someone resolves to call on that 
individual. Whether this call pro- 
duces business does not matter so 
much as the organization spirit 
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thus demonstrated. And the people 
who are not directly responsible 
for sales find that sales ideas and 
sales techniques have rubbed off 
on them, so to speak, through 
meetings. 

In our business there is no ac- 
curate measurement of increases in 
sales as a result of our meetings. 
But we can see it; and especially 
can we notice teamwork function- 
ing to reduce costs after this has 
been a meeting subject. The most 
tangible and visible benefit, per- 
haps, is the improvement in execu- 
tion of a company practice or 


policy which had been neglected: 
When such a situation is discussed 
n a sales meeting, the response is 
nstantaneous. 
All in all, we have found organi- 
ation sales meetings a fine stimu- 
iant, even on an irregular basis. 
They broaden the friendships and 
the talents of individual members of 
the organization, and their under- 
standing of company and individ- 
ial problems. They produce tacit 
igreement within the organization 
a whole, and this means co- 
yperation. They are just plain good 
for business. 
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WEATHERSTRIP FOR MILL 


INSTALLATIONS 


NO. 400 FLEXIBLE RUNWAY WEATHERSTRIP 


IMPORTANT 
FLANGE FEATURES 


Quietly Prevent Sash from Binding 
Guard Sash From Becoming Paint 
Sealed 

Insure Easy Locking of Sash 

Fit Sash Snugly Against Built-in 
Parting Bead in the best Traditional 
Method of Weatherstripping Double- 
Hung Sash 


No. 400 gives full jamb coverage and is 
beveled at the bottom to conform with 
slope of sill. The flexible base provides a 
continuous air-seal that adjusts itself to 
conferm to sash contraction and expansion. 
An easy to install, at the mill, weather- 
strip. This weatherstrip is net a balance, 
but may be used with all types of balances, 
either overhead, spiral type, or silent ceil 
sprinas. When equipped with springs and 
covers it would appear as the right half of 
the above cross section. 





SOUTHERN’S 


SINGLE DOOR COIL 
PACKED IN 
PLASTIC CARTONS 


B136 Brass 





DISTINGUISHED PAIR 


HIGH THRESHOLD 
ALLOWS DOOR TO 
CLEAR RUG & PAD 


A136 Aluminum 4”x1-1/4” 
4"x1-5/16" 


For any of the following materials, 
call the plant that is centrally 
located to serve the Southern build- 
ing needs: 


Flexible Runway W/S 
Balancing Sash with W/S 
Aluminum & Brass Thresholds 
Spring Bronze & Aluminum 
Zine Rib Weatherstrip 
Asbestos Siding Trim 
Screen Frame & Parts 
Brass & Felt Bottoms 
Automatic Door Bottoms 
Aluminum Mouldings 
Stainiess Mouldings 


And meny other special rolled 
shapes 


SOUTHERN METAL PRODUCTS CORPORATION 


i ee a, ee . 
Phones 


MEMPHIS TENWNE $ 
2.9147 ond 272-1898 
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VIRGINIA 


ASHLAND: Forrest G. Brice, pres- 
ident of the Virginia Building Mate- 
rial Assn. and head of the Ashland 
Lumber Co., is back in circulation 
after recent surgery. The worst thing 
about it, for him and Mrs. Brice, was 
being kept away from the NRLDA 
exposition in New York City. 


SALEM: The Valley Lumber Co. 
is building a new warehouse here, 
with plans to open a branch office. 
The parent firm, managed by C. K. 
Lemon Jr., is in Roanoke. 


OKLAHOMA 


PAULS VALLEY: Lloyd Yar- 
brough has been transferred from 
Anadarko to manage the Carey Lum- 
ber Co. yard. He replaced Ralph 
Gillispi who returned to his former 
position at the Wynnewood yard. 
Yarbrough was associated with the 
Harry Brown Lumber Co. in Ana- 


darko and previously held positions 
with Long Bell yards in several 
towns. 


TULSA: The directors of the Tulsa 
Lumbermen’s Assn. recently en- 
dorsed the $2,250,000 bond issue for 
purchase of the Gilcrease museum. 


MUSKOGEE: New manager of the 
H. E. Ketcham Lumber Co. is Perry 
H. Howard, who moved from Tulsa. 
He replaced Ben Askew, who re- 
signed last spring after 30 years as 
manager. Owner Lee Ketcham has 
been acting as temporary manager. 


MARLOW: The Antrim Lumber 
Co. has been redecorated. The out- 
side of the building now is white 
with red trim. 


ENID: Bud Everitt, manager of the 
Long-Bell Lumber Co. here for the 
last six years, resigned October 13. 
He has bought a business in Colorado 
Springs, Colo. The Everitt family has 
been associated with Long-Bell for 
57 years, and Bud is the third gen- 
eration to join the firm. ... Dr. Ed- 





PROCESSED LUMBER 


ROT PROOF © TERMITE PROOF © ODORLESS © ECONOMICAL © CLEAN © PAINTABLE WHEN DRY 


Processed Lumber is effective protection against wet 


or dry rot, termites, marine or other wood bering in- 
sects. More than a quarter century of use and scienti- 


fic tests have proven its worth. 


Specify Gelewre Processed Lumber 


i — 
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“-dealerNEWS 


ward Bank was presented a watch 
at a recent meeting of the American 
Business Club for his service to the 
E. W. Bank Lumber Co. He entered 
the building during a fire last spring 
and rescued the firm’s records. 


TULSA: Members of the Tulsa 
Lumbermen’s Assn. held their an- 
nual banquet November 3 at the 
Hotel Tulsa. 


ALABAMA 


TUSCUMBIA: Howard’s Lumber 
Co. has sold its entire stock to the 
Southern Sash Sales and Supply Co., 
Ine., of Sheffield, and gone out of 
business. 


FLORALA: The Arrowhead Lum- 
ber Co. recently opened to serve this 
rapidly-growing community, which 
centers around a shirt factory. 


NORTH CAROLINA 


DUNN: The Godwin Building Sup- 
ply Co. recently ran a two-page 
“thank you” ad in the newspaper 
to express its gratitude to customers 
on its anniversary. A personal mes- 
sage from President O. W. Godwin 
Jr. pointed out that the 50 employees 
had a total of more than 1,000 years 
of experience in the building mate- 
rial business. 


WILMINGTON: The Longley Co. 
has been granted an incorporation 
charter to deal in building materials, 
hardware, and accessories. 


FLORIDA 


TAMPA: James M. Branch Jr. has 
been appointed sales manager of the 
Edwards Sash, Door and Lumber Co. 


JACKSONVILLE: The Mangles 
Construction and Supply Co. held its 
grand opening September 17-18. With 
each purchase of Valspar paint or 


when you build or repair . . . protect your 
building from costly termite damage, wet or 
dry rot. Ask your architect to specify Celcure 
Processed Lumber throughout your building. 


AVAILABLE AT YOUR LOCAL LUMBER YARDS 


varnish, customers received a pair 
of nylon hose. 


MISSISSIPPI 


CLEVELAND: The H. M. Ward 
Lumber Co. now operates from a new 
building. It is said to be one of the 
most modern plants in the South. 


GAUTIER: The West Pascagoula 
Creosoting Works has closed after 
80 years of continual operation. Su- 
perintendent L. M. Nichols said it 
was the nation’s oldest timber treat- 
ing plant, having supplied the L and 
N_ railroad with treated pilings, 


DEFIES TERMITES 
AND ROT 


SS 
ANA, 
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Franchise rights in several productive territories are available 


AMERICAN CELCURE WOOD PRESERVING CORP. 
P. O. Box 3262 Jacksonville 6, Florida 
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bridges, and telephone poles since 
1874. The railroad now uses mostly 
concrete and steel. 


OKOLONA: Following his recent 
discharge as a first lieutenant in the 
Air Force, Robert M. Henson has 
purchased the Prairie Lumber Co. 
from E. L. Borden and M. E. McCain. 
Henson took over the management 
immediately. He will be assisted by 
his mother, who has kept books for 
the firm for several years. 

BRANDON: Paschal Building Ma- 
terials, Inc., has been granted a char- 
ter of incorporation listing capital 
stock at $100,000. 


KANSAS 


LINCOLN: Ross Moon has been 
transferred from Sylvan Grove to 
manage the Lincoln branch of the 
Leidigh and Havens Lumber Co. He 
replaced J. M. Smith, who moved to 
another city after resigning. 


WICHITA: W. S. Dunlap, who 
managed the Houston-Doughty Lum- 
ber Co. yard in Ellinwood, is now in 
Wichita. Walter Norton was promot- 
ed from assistant to manager in 
Ellinwood. 


CAWKER CITY: The Hardman 
Lumber Yard was brightened recent- 
ly with a new coat of paint. 


KENTUCKY 


HAZARD: The five Home Lumber 
Co. yards, with headquarters in 
Hazard, recently celebrated the firm’s 
40th anniversary. Other yards are 
located in Whitesburg, Irvine, Win 
chester, and Versailles. 


LEXINGTON: The Hancock Lum 
ber and Supply Co. has worked out 
a cash-and-carry purchasing plan for 
its customers. The customer picks up 
his material and gets 10 per cent off 
for paying cash. A recent newspaper 
account reviewed the many tools that 
the company rents and the moderate 
charges by the day. 


CATLETTSBURG: The Patton 
Lumber Co., one of the oldest indus 
tries in this vicinity, has changed its 
delivery system. Formerly trying to 
deliver any amount of material at 
any time, the firm now has a regular 
day for rural service. 


SOUTH CAROLINA 


GREER: The Green Lumber Co. i: 
building an 85’x50’ warehouse of 
cement block and brick. 

GREENVILLE: The Carolina Lum 
ber and Building Supply Assn. held 
a district meeting in Greenville Sep- 
tember 15. President W. M. Spurrier 


liscussed the new panel system of 

onstruction. A. M. Clegg talked on 

1ining salesmen, and E. M. Garner, 

cretary, reported on plans for the 
v York exposition and forum. 


COLUMBIA: The _ Construction 
Vaterials Co. has been incorporated 
» deal in personal property, sell and 
tall building materials, and en- 
ige in construction. 


WEST VIRGINIA 


CASS: H. H. Thompson, manager 
f the Mower Lumber Co., has been 
ected a director of the West Vir- 
nia Assn, of Retail Grocers. 


TEXAS 


MARSHALL: The Fugler Builders 
Supply recently opened for business 
it 201 West Border Street. It is 

vned by L. A. Fugler, D. L. Fugler, 
ind T. D. Fugler, who have been in 
the contracting business in Marshall 
for 10 years. 

CRYSTAL CITY: Harry J. Behal 

new manager of the Zavala Lum- 
ber Co. He moved here from Hondo, 
vhere he was employed by the Ala- 
mo Lumber Co. 


IRVING: Grady Fowler, Jack Mor- 
on, and Nolan Butler, who have 











Owners of buildings used for commercial purposes have much 


to gain by the use of Trinity white, the whitest white cement. The 
whiteness arrests the customer’s eye—the trim attractiveness of 











the place says “here’s a good place to trade!’ Sell Trinity white. 


A Product of GENERAL PORTLAND CEMENT CO. + Chicago 


.. plain or waterproofed 


Dallas - 


Chattanooga + Tampa * Los Angeles 





Se eS 
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QUILD IT BETTER 
FASTER 


cAEAPER WITH 
FAMOUS 
ONE-DER 


Building Products 


DOOR AND 
WINDOW FRAMES 


Easy to install—no job site 
assembly! Complete with 
trim both sides and all 
hardware. For block, brick 
or frame construction. Can- 
net warp or crack. Standard 
sizes—prime coated, 


for further de- 
tails, see Sweet's 
File 15/b On and 
16/b On. 


We can also wee 
CR a: 
neered frames. 


BLLSEF © 


DOOR UNITS 


Frame, trim, door, hardware 
in one carton. Level, nail 
through stud clips for quick 
installation. Rigid, accurate 
won't sag or bind Stand- 
ard sizes for 1%” doors. 
Prime coated. 


*Registered Trademark. 


SLIDING 
CLOSET 
DOOR UNITS 


Overhead V-track sus- 
pension. Permanently 
lubricated rollers. 
Prime coated — all 
hardware furnished. 
6’ 8” and 8 0” 
heights. 


Order from your dealer, listed in the 
yellow pages of the telephone 
directory, or write us. 


ONE-DER FRAME 
Corporation 


1232 37th PLACE, N. 
BOX 3068 — BIRMINGHAM 6, ALA. 











successfully operated the Lumber 
Mart, have opened a subsidiary, to 
be known as the Paint Mart. It occu- 
pies a building formerly used by a 
paint store, enlarged and modernized 
for the new enterprise. 


AUSTIN: William S. Drake, presi- 
dent of the Calcasieu Lumber Co., 
is general manager of the 1955 March 
of Dimes campaign for the Austin 
area. He also is former mayor of 
Austin. 


ROTAN: Lloyd Hurst is new man- 
ager of the Rockwell Brothers and 
Co, yard in Rotan. Formerly he was 
assistant manager at the Coleman 
yard. He has been with the Rockwell 
chain for 15 years. 


McKINNEY: The Foxworth-Gal- 
braith Lumber Co, has completed its 
new office and warehouse on the 
new Highway 75. The firm recently 
bought out the old Lyon-Gray yard. 
Clifford R. Byrd is manager. 


SEYMOUR: The Seymour Lumber 
and Construction Co. was awarded 
the general contract for construc- 
tion of Rochester school buildings. 


AUSTIN: The Calcasieu firm 
joined a builder and furniture com- 
pany in co-sponsoring the “Home for 
All America” in Austin, as featured 
in Better Homes and Gardens. Peo- 
ple were so eager to see the house 
that they hampered workmen who 
were trying to finish the job before 
“open house.” One woman brought 
the magazine with her, asking about 
any item not already in place or just 
as_ pictured. The Crestview 
Builders Supply, Inc., is the new 
name of the former Blair Building 
Co, A new charter boosted its capital 
stock to $25,000. 


DALLAS: Some 50 bottles of paint 
and lacquer were broken and poured 
over the floors of the Smith Lumber 
Co. when vandals entered through a 
rear window. Nothing was stolen, 
but account ledgers were destroyed. 


BEEVILLE: Mayor A. J. Wolfshol 
has sold his interest in the Wolfshol- 
Welsh Lumber Co. to Lewis Welsh. 
Taking his first vacation in 10 years, 
Wolfshol revealed that he might 
move from Beeville later. 


WOODSON: George Dickie Jr., 
owner and menager of the Woodson 
Lumber Co., is recovering from an 
attack of polio. 

WELLINGTON: Guy Bell is new 
manager of the Cicero Smith Lum- 
ber Co. branch here. 


AZLE: James Emanuel, owner of 
the Emanuel Lumber Co., gave his 
daughter in marriage recently to 
Fred Weaver Jr. 


DIBOLL: L. A. Banks received 
“White Elephants” at the Southern 
Pine retail yard recently for an an- 
nual auction to raise money for the 
Diboll Youth Fund. Southern Pine’s 
Latane Temple served as auctioneer. 


HOUSTON: The Temple Lumber 


Co., C. O. Beeler Lumber Co., Hervey 
and Bailey Lumber Co., and Whipple 
Lumber Co. are among the builders 
in the $14 million Reedwoods Addi- 
tion, a Negro housing project. Houses 
are priced from $7,500 to $18,000. 


ROBSTOWN: The Coastal Bend 
Retail Lumber Dealers Assn. met 
here October 12, President LeRoy 
Roberts invited non-member retail 
lumber dealers to join the members 
to hear Lester Palmer discuss modern 
methods of operation. Palmer is with 
the Calcasieu Lumber Co. in Austin. 


TENNESSEE 


KNOXVILLE: Morgan A. Schu- 
bert, lumber company official, has 
bought a large tract of land to sub- 
divide for a housing project. 


NASHVILLE: The Myatt Lumber 
Co. and 23 motel cottages were dam- 
aged by fire recently. Herman Myatt, 
owner of the lumber firm, estimated 
his damage at $100,000. 


MISSOURI 


KANSAS CITY: The A. O. Thomp- 
son Lumber Co. moved into a new 
general office and show-room build- 
ing, which consolidated its retail op- 
erations. The L-shaped building has 
about 3,000 square feet of air-condi- 
tioned space. ... The R. L. Sweet 
Lumber Co, has turned to prefabri- 
cation of house components in an 
effort to be of greater service to local 
builders. Separate departments now 
cover sash and door, kitchen cab- 
inets, garage doors, and pre-cut lum- 
ber. 


ORAN: The Chaffee Lumber Co. 
has started a subdivision to be known 
as the West Sunset Addition. It will 
contain 26 lots. 


LOUISIANA 


GARDEN CITY: George Lucas is 
contributing much of his spare time 
to Boy Scout work. He is president 
of the Evangeline Area Council, Inc. 
Lucas heads the May Brothers Lum- 
ber Co., which also has plants at 
Eunice, Morgan City, and in Haslaw, 
Tex. 


TALLULAH: E. U. (Dick) Peeples 
is now associated with the Perry 
Lumber Co. as assistant manager. 


ARKANSAS 


BATESVILLE: J. W. McCall, lum- 
ber company manager, has been 
made chairman of the Batesville 
Community Chest drive, which start- 
ed October 4. 


COTTON PLANT: Robert Ramer, 
owner-manager of the Citizens 
Lumber Co., has bought the W. B. 
Miller and Son feed store. He plans 
to combine the feed store operations 
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with his lumber yard and use the 
feed store building as offices for his 
cotton buying business. 


SEARCY: Doyne Hunnicutt has 
joined the Wood-Freeman Lumber 
Co. as sales manager. He was asso- 
ciated with an automobile firm for 
eight years. 


OBITUARIES 


WILLIAM B. MILSTEAD, 68. Presi- 
dent and general manager, Burton 
Lumber Co., Houston, Tex. Former 
president of the Lumbermen’s Assn. 
of Texas. 

DENNIS A. ALEXANDER, 82, died 
a week after his brother, M. D. 
Alexander Sr. They formerly oper- 
ated the Alexander Brothers Lum- 
ber Co., Belzoni, Miss. 
M. CURRY RUMLEY, 
Rumley Lumber Co., 
Ala. 

FRANK AUBREY NOTTINGHAM, 
52. Cape Charles, Va., lumber dealer. 
JOHN M. HARMON, 68. President, 
John M. Harmon and Son, Savannah, 
Ga. 


JO RANSOM CAMPBELL SR., 64. 
President, Campbell Lumber Co. and 


76. Owned 
Tuscaloosa, 


Campbell and Dann Manufacturing 
Co., Tullahoma, Tenn. 


THOMAS FRANK MEAGHER, 68 
President, Industrial Lumber and 
Piling Co., Beaumont, Tex. 


J. BRYAN OLDHAM, 58. Vice-presi 
dent and manager, Lone Star Cement 
Corp’s. Texas division, Dallas, Tex 


JAMES MONROE BERRY, 85. Re 
tired member of National Lumbe: 
and Creosoting Co., Texarkana, Ark 


W. R. GROGAN, 81. President of the 
Grogan Land and Lumber Co., offi 
cial of Cochran Lumber Co., Conros 
Tex. 


H. H. (HENSE) BENNETT, 71. Presi 


dent since 1935 of the Pope-Cawood 


Lumber and Supply Co., Harlan, Ky 


Offer Hardwood Course 


The School of Forestry at Nort} 
Carolina State College, in Raleigh 
now offers a four-year course in the 


manufacture of hardwood dimension 


lumber. Roy M. Carter, professor of 
wood technology, announced that the 
course was offered for the first time 
this fall. 

The Hardwood Dimension Manu 
facturers Assn. helped work out the 
curriculum, 


Stein Uses “Mystery” 


Che Stein Lumber Co., Fredericks- 
Tex., has a novel advertising 

neme 

In each issue of the weekly news- 

iper, the ad features a “mystery 


farm.” The owner of the farm later 


tops by the lumber yard to receive 
large photograph of his farm. 

‘thers telephone in their guesses as 
whose farm it is, with prizes for 
t and second winners. 


Texan Honors Ike 


Glen Hutton, Texas lumberman, 
cently promoted a reunion at 
‘amp Colt in Pennsylvania. His 
mpany commander in 1917 was 
wight D. Eisenhower, in whose 
onor a 30-foot Memorial Pine Tree 
is planted during the reunion of 


World War I veterans. 


Hutton secured from 48 governors 

imples of soil from every famous 

indmark in America to use around 
tree 

He spent 17 years with the Wil- 

am P. Carey yard at Brownwood, 


ind is now associated with the Nav- 


ota Lumber Co. in Austin. He re- 
ently finished a year as commander 
f the World War Tank Corps Assn. 








METAL TRIMS, INC. 


P. 0. Box 1072 . YOUNGSTOWN 1, OHIO 
JACKSON, MISS. 


Koil 
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NOW! A Caldwell 


Spiral-Spring Sash Balance 


For Every Application 


THE ALL-NEW 


HELIX 


For institutional and 
commercial sash 
weighing up to 70 lbs. 


CHECK THESE FEATURES 


1. Requires no head or side room, 
no mortising of frame. 

2. 25% less wood removed in rout- 
ing. Fits round or square groove. 

3. Specially designed for quick 
and easy installation. 

4. Pretensioned at factory. No ad- 
justment needed up to 5 Ibs. 
variation. 

5. Further tension adjustment easily 
made after balance is installed. 


[ 6. Seamless, rustproof aluminum 





tube. 
7. Guaranteed for the LIFE of the 
Nae building. 
Write today for new HELIX Catalog 
sheet and installation details. 


Soho os * 


For residential sash 
weighing up to 30 Ibs. 


HAS 7 BIG ADVANTAGES 


1, Can be installed while sash is in or 
out of frame. 

2. Adjustable after balance is in- 
stalled. 

3. Only 3-4 turns required to tension 
balance for 24” x 24” sash, 

4. Positive lifting power. 

5. Fits round or square groove either 
He” x%" or he” x%". 

6. Quiet operation, 


7. Shipped in durable telescoping 
carton with easy size number iden- 


odtacal 


Remember — Caldwell also manufactures a 
complete line of Clock Spring Sash Balances. 


Caldwell 


CALDWEW MANUFACTURING COMPANY 


tification. 


Available in all sizes. 
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SSIRCO in Chicago 


Randolph R. Gustafson, above, has 
been appointed Chicago, IIl., district 
manager for the Southern States 
Iron Roofing Co. He will establish 
and service distributorships for such 
new SSIRCO products as Stanley 
steel garage door and door frames. 

Upon completion of the firm’s new 
roll-coating plant in Atlanta, Ga., 
he will direct sales of the pre-en- 
ameled metal in the Chicago terri- 
tory. 

Gustafson has operated a manufac- 
turers agency in Chicago for the 
past seven years. 


STRICTLY 
wholesale 


JACKSON, MISS.: The Nicholas 
Co., Inc., has been franchised as a 
Youngstown Kitchens distributor. 
The firm covers 36 Mississippi coun- 
ties. 

SARASOTA, FLA.: The Conso- 
weld Corp. has announced that its 
decorative plastic surfacing will be 
distributed in this area by the Eclipse 
Plastic Industries, Inc. 


NEW ORLEANS, LA.: The Gulf 
Sales Agency has been appointed 
distributor for the hanging and 
fastening devices made by the Paine 
Co. Ben Patton, Norm White, Bill 
Robinson, and Becker Drane will 
cover the Gulf territory, which in- 
cludes Louisiana, Arkansas, Missis- 
sippi, and western Tennessee. 


KNOXVILLE, TENN.: Henry Brab- 
ston Jr., formerly in business with 
his father in the Birmingham firm of 
Henry G. Brabston and Co., has 
opened his own wholesale lumber 


Huttig in New Mo. 
Oftice-Warehouse 


OVER 700 LUMBER DEALERS, con- 
tractors, builders, architects, and 
friends attended the formal opening 


i. 
va 





Course for Wholesalers 


The University of North Carolina 
sponsored its second annual Whole- 
salers Management Institute Octo- 
ber 18-22. 

The course included 30 hours of 
intensive, practical instruction, plus 
informal conferences and discussions. 
Subjects included sales management, 
managerial accounting, how to con- 
duct a sales meeting, human rela- 
tions, public speaking, and a forum 
covering a variety of special prob- 
lems. 

The course was co-sponsored by 
the North Carolina Wholesalers 
Assn., extension division of the 
school of business adm/‘nistration, 
and the North Carolina Distributive 
Education Service. 


business here. Located at 601 Walnut 
Street, S. W., the firm is named the 
Liberty Lumber Co. 


ROANOKE, VA.: Andrew Mills, 
long time sales revresentative for the 
Wrenn Lumber Corp., has gone into 
bus‘ness for himself here. His firm 
is the Roanoke Plywood Co., with 
warehouse at 1612 S. Jefferson Street. 


MONTGOMERY, ALA.: V. L. Ma- 
son is the new president of the 
Montgomery Lumbermen’s Club. 
Other new officers are M. C. Bow- 
man, vice-president; N. D. Sappen- 
field Jr., secretary, and Rudolph Rus- 
sell, treasurer. More than 100 per- 
sons attended the 10th anniversary 
barbecue. The Montgomery club met 
jointly with the Southeastern Lum- 
bermen’s Club at the Jefferson Davis 
Hotel, October 25-26. 


e MEMPHIS, TENN.: The Seidlitz 
Paint and Varnish Co. has appointed 
the R. E. Shuler Co. as wholesalers 
of Seidlitz Multi-Tint and Satin Tone 
paint products. The Shuler territory 
includes west Tennessee, north Mis- 
sissippi, and east Arkansas. 


EL PASO, TEX.: The Wholesale 
Building Materials Co. has added In- 
sulite building products to its lines. 
It will distribute structural, decora- 
tive and acoustical insulation board, 
hardboard, and insulating wool in 
southwestern Texas and southern 
New Mexico. 

GREENVILLE, S. C.: The Bruce 
Supply Co. received a charter grant- 
ing permission to distribute building 
supplies and construction materials. 
Rufus C. Bruce is president. 
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September 25 of the Huttig Sash and 
Door Co’s. new building at 8900 Page 
Boulevard, near St. Louis, Mo. 

Guests were taken on tours of the 
factory and warehouse areas. Guides 
explained the latest precision ma- 
chinery, newly-designed steel canti- 
lever warehouse racks, and handling 
equipment which makes this one of 
the nation’s most efficient plants for 
the manufacture, assembly, and 
warehousing of millwork and other 
building materials. 

Located opposite the Lakeside 
Country Club in Overland, the build- 
ing is a modern one-floor structure 
with over 150,000 square feet of floor 
space. It houses the St. Louis whole- 
sale division and special millwork 
factory. 

Air-conditioned offices and show- 


rooms are located in the front of the 
building. Along one side is a paved 
loading yard and dock to accommo 
date 24 trucks. An unusual feature of 
the loading dock is a glass-enclosed 
waiting room for customers and thei 
truck drivers, which gives them a 
full view of the dock and warehous« 
areas. Desk and telephone facilitie 
are also provided for their conven 

ence, as well as vending machine 

offering soft drinks, candy, coffe¢ 

and cigarettes. 

In the lower photograph, Huttis 
President Roy R. Siegel welcom«e 
D. J. Costello, vice-president 
charge of special millwork manu 
facturing at the plant, and A 
Ferguson, manager of the St. Lou 
wholesale division, to their ne\ 
offices. 
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THE 
BONDERIZED 
STEEL 
WINDOWS 


at Alue 


All casements drilled and 
tapped to receive storm sash and 
screens, operator arm guide chan 
nels attached with screws for easy 
removal and replacement, if neces- 
sary; ventilator frames constructed 
from the same heavy sections as the 
outside frame. This provides greater 
rigidity and stronger ventilators. 


VENTO 


¥ BONDERIZED 

Vim CHAMPION’ 
; BASEMENT 
WINDOWS 





14-gauge electrically welded frame, 

fins welded to jamb for quick in- 

stallation and double contact with 

leak-proof watershed sill. A plus 

value incorporates a redesigned 

latch which assures positive opera- 

tion under all conditions. 

Also ask about the extra value in: 

VENTO “THRIFTY” BASEMENT WINDOWS 

VENTO FORMED STEEL LINTELS (FOR BLOCK 

AND BRICK CONSTRUCTION) 

Vento “Champion” Barred Basement Windows 

Vento “Champion” Utility and Barn Windows 

Vento Thrifty Utility and Special Type Windows 
Write us for full information 

Some desirable territories are open 

for representatives and distributors. 

Write for particulars. 


Plywood Center 


(Continued from page 34) 


marketable scrap have been haul- 
ed away for the youngsters to use 
in beginning their work, and the 
enthusiasm and appreciation have 
been terrific. 

The children take home the 
things they make to show to par- 
ents and this helps spread the 
word about the Plywood Center. 
Garner also feels that he is build- 
ing a crop of future customers and 
it costs virtually nothing. Many of 
the youngsters bring to the store 
things they made just to show 
them off. 

The desire of the amateur to 
show off his work is the key to a 
variety of promotional schemes. 
Garner planned a large bulletin 
board for one end of his display 
room as a place where customers 
can place pictures of the things 
they have made, along with their 
names and addresses. He is pro 
viding for customers to exhibit 
their handiwork—and this includes 
the youngsters in handicraft work 
of the park classes and schools. 

Garner stocks a _ variety of 
full sheets of plywood. He also 
buys odds and ends from various 
sources, which he re-sells as small 
pieces cut to size. 


Coffee Bars 


(Continued from page 35) 


The Underwood Builders Supply 
Company in Mobile, Alabama, 
points out another advantage of a 
coffee bar in the store—it saves 
employees’ time. 

For the cost of a porter, who is 
also a part-time janitor, and $1 a 
week for cream and sugar—plus 
the cost of seven pounds of coffee, 
however high it goes—this firm 
saves 10,000 away - from - work 
hours each year, according to the 
management. 

Many employers feel that this 
time - out - for - coffee - and - snack 
is over-done. But unbiased checks 
have proved that management gets 
more work and better work when 
there is a morning and afternoon 
break. Accidents are fewer, also, 
when the morning and afternoon 
schedules are broken. 

The Underwood Builders Supply 
Company also finds that the coffee 
bar is popular with customers. 
Dozens of contractors come to the 
yard daily to do their buying over 
a cup of coffee 

“Selling over a cup of coffee, we 
find to be easy and pleasant sell- 
ing,” said Sales Manager C. B. 
Lord. ‘‘The customer is relaxed and 
is usually more cooperative.” 


Due to the costliness of fancy plywood and the limited and varying demand 

for many patterns, a perpetual inventory is necessary if the jobber is to be 

able to fill retailers’ orders promptly. At the Columbia, S. C., warehouse of 

the U. S. Plywood Corp., inventory is readily kept on this circular visible 

“flip” file. The busy office workers include Herbert Steele, left, order clerk: 

Mrs. Edith Hicks, invoice clerk, and Jim Ezzell, office manager. A. M. Hill 
Jr. is the branch manager for this plywood warehouse. 


STEEL PRODUCTS 
CO., Inc. 


253 Colorado Ave., Buffalo 15, N. Y. 
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2@~manufacturers NEWS 


CHICAGO, ILL.: William M. 
Stuart, president of the Martin- 
Senour Co., paint manufacturers, has 
been appointed general chairman of 
a $300,000 fund-raising campaign for 
the Illinois Institute of Technology’s 
institute of design. 


DALLAS, TEX.: Don J. Hagen 
now represents the Consoweld Corp. 
in the South-Central states from his 
Dallas headquarters. Previously he 
was job relations coordinator for a 
razor firm. 

BRANDON, MISS.: The Marquette 
Cement Manufacturing Co. conduct- 
ed guided tours of its plant for com- 
mittees of the American Society for 
Testing Materials during the October 
4-8 meetings. Tours also were con- 
ducted through the Concrete Re- 
search Laboratory of the Corps of 
Engineers at Clinton. 


ATLANTA, GA.: Don L. Herring 
is Atlanta district manager for trac- 
tor equipment sales for Gar Wood 
Industries. His territory includes 
Georgia, Florida, Alabama, Tennes- 
see, and the Carolinas. 

NEW YORK, N. Y.: General Wal- 
ter Bedell Smith, who retired re- 
cently as Under Secretary of State, 


has been elected vice-chairman of 
the board of the American Machine 
and Foundry Co. He will have broad 
administrative duties. 


WASHINGTON, D. C.: Among 
prominent industry representatives 
who recently accepted appointment 
as members of the Federal Housing 
Administration industry advisory 
committee on architectural and tech 
nical standards were William Gillett 
and Howard J. Uebelhack. Gillett i: 
vice-president of the Detroit Steel 
Products Co. Uebelhack is vice 
president of National Plan Service, 
Chicago. 

CHICAGO, ILL.: Walter S. Snode! 
is now sales manager of the specia 
products division of the Acme Steel 
Co. He succeeded W. M. Minehart 
who retired after 38 years with the 
company. 


CHICAGO, ILL.: Dr. Harry N 
Huntzicker, vice-president and dire: 
tor of research for the U. S. Gypsum 
Co., was general chairman for the 
conference on “Plastics in Building, 
held in Washington October 27-2! 


MILWAUKEE, WIS.: In conjunc 
tion with the Perfex Corp’s. expand 
ing dealer education program, Harold 


Wellnitz has been named national 
director of service education. He has 
conducted service schools throughout 
the nation. 


APPALACHIA, VA.: The J. C. 
Hamner Lumber Co., operator of a 
umber plant at Kenova, W. Va., has 
bought rights from the Virginia Coal 
and Iron Co. for 15,000 acres in the 
Kelly View area. 


LAUREL, MISS.: C. H. West- 
phalen, vice-president and general 
nanager of the local plant of the 
Masonite Corp., was retired recently 
because of ill health. He continues 
to work as a consultant. Donald J. 
Gray, former assistant manager, was 
promoted to the Laurel plant general 
managership. 


VIDALIA, GA.: Fire swept through 
one section of the Shiplett lumber 
mill September 30, causing $100,000 
vorth of damage. George Shiplett, 
owner, reported that the fire de- 
troyed several pieces of expensive 
nachinery, partly covered by insur- 


ince 


DALLAS TEX.: The J. S&S. Thorn 
Co. has opened a new Southwestern 
iles office and warehouse in the 
rrinity industrial district. Tom 
Payne is branch manager of this 
metal window manufacturing firm. 


HOUSTON, TEX.: Natural gas has 
been discovered in Assumption Par- 





Low Cost 


ORDER FROM STOCK! 


TIMBER FITTINGS 


for Industrial and Commercial Buildings 


JOIST HANGERS — Fit closely 


on all sides! Also adapted for stair 


well, chimney, light shaft and IK 


similar framing. Made 


open hearth steel. Single or 
styles for every size timbers 


IDEAL STEEL POST CAPS 
made of heavy, open-hearth steel plate 
and finished complete, ready to frame 
any arrangement of timbers coming 
into a post. Accurately sized in an efh- 
cient design that forms a complete cap 
around the post. Stronger, more con- 
venient than other types of post caps. 
APPROVED BY UNDERWRITERS’ 
LABORATORIES. 


WRITE NOW for Catalog — LQ 1290 East 53rd St. 
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best 


It yuble 


POST BASES — Made of 
steel plates and angles, welded 
to make a tight fit on all 
standard timber sizes. Greater 
load bearing capacity than 
other types of bases. 


The Ideal Hanger Co. 


Cleveland 14, Ohio 
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ish, La. on land leased by the 
Lutcher and Moore Lumber Co. 


ATLANTA, GA.: The Yardley 
Plastics Co., Columbus, Ohio, has 
opened a new warehouse at 565 
Western Avenue, N. W., Atlanta. 
This will provide over-night service 
for most dealers in the South. 

KANSAS CITY, MO.: George C. 
Blew represents the Chelsea Fan 
and Blower Co. in the Kansas City 
area and parts of Texas, Kansas, 
Arkansas, Oklahoma, and Nebraska. 
Previously he was service manager 
at the home office in Plainfield, N. J. 


BOSTON, MASS.: John W. Stal- 
lings has been appointed director of 
purchases for the Atlas Plywood 
Corp., supervising purchasing for 
over 35 manufacturing and assembly 
plants. Most recently he was plant 
manager in Williamsport, Pa. 


PASCAGOULA, MISS.: The Pas- 
cagoula Veneer Co. has announced 
plans to build a $350,000 plant. It 
will replace the building recenty de- 
stroyed by fire, but will also permit 
greater production 


PRESCOTT, ARK.: D. K. Bemis, 
vice-president of the Ozan Lumber 
Co., has been elected chairman of the 
Arkansas Forest Industries Commit- 
tee. This 21-member group includes 
representatives of all phases of the 
forest industry. 





AVAILABLE AT. 
ALL TIMES 


KILN DRIED 
CABINET 
WOODS 


Walnut, Cherry, 
Mahogany, Rift 
Oak. : 


See complete list below. 


Any quantity up to carload 
lots. Immediate delivery or 
pick-up. Walnut, Cherry, Red 
and White Oak, Mahogany, 
Northern Birch, White Ash, 
Hard Maple, Poplar, Bass- 
wood, Prima Vera, Idaho 
White Pine, Red Gum, Cypress. 


CHESTER B. STEM, INC. 


657 Grant Line Road 
New Albany, Ind. 
AA TTI 
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MALTA, OHIO: John Alden has 
been appointed director of advertis- 
ing and public relations for the Malta 
Manufacturing Co. here, producers of 
Malta wood windows. Alden former- 
ly served with the Ziff-Davis Pub- 
lishing Co. and the Cleveland Plain 
Dealer, one of Ohio’s largest news- 
papers. 


LOUISVILLE, KY.: The Contain- 
er Corp. of America, Chicago, has 
acquired 32 per cent of the stock of 
the Mengel Co. The largest block of 
Menge! stock in existence, this pur- 
chase gives the Chicago firm control 
of the Louisville-based furniture and 
box firm. 


MEDFORD, MASS.: The complete 
production tooling facilities and in- 
ventory of forged-brass bathroom 
accessories of the Conant Brothers 
Co. has been bought by the Reliable 
Metal Novelty Co., Inc., of Mount 
Vernon, N. Y. The latter firm makes 
Gem-Glo, Jewel, and Diamond 
chrome-plated bathroom fixtures. 


HOUSTON, TEX.: Charles Shep- 
herd has been named superintendent 
of production for the Libbey-Owens- 
Ford Glass Co. plant here. He joined 
the Corrulux division two years ago 
as a senior staff member. 


ST. JOSEPH, MICH.: The Whirl- 
pool Corp. has appointed John M. 
Crouse sales manager for the dis- 
trict that includes Alabama, Tennes- 
see, Arkansas, Mississippi, and Loui- 
siana. Formerly he was with Servel, 
Inc., heading sales activity in 11 
states. 


LOS ANGELES, CALIF.: R. F. 
Gray has been named sales manager 
in the Western region for roofing 
products of the U. S. Gypsum Co. 
Until recently he was commodity 
advertising manager for USG. 


MILWAUKEE, WIS: The Alumatic 
Corp. of America has appointed Lou 
Goldberg as general manager of its 
awning division. During 14 years of 
sales work he has been associated 
with several awning manufacturers. 


NEW YORK, N. Y.: Peter Vogel has 
been elected a vice-president of the 
Miracle Adhesives Corp., being pro- 
moted from Western district sales 
manager. He will be in charge of all 
West Coast operations. 


PITTSBURGH, PA.: Michael J. 
Batenburg has been appointed direc- 
tor of information services for the 
Pittsburgh Plate Glass Co. Richard 
W. Dittmer is now manager of pub- 








SALESMAN WANTED 


Long established, well rated retail build- 
ing material yard wants experienced 
sa'esman. Opportunity for advancement. 
Write fully and give references. P. O 
Box 429, Cordele, Georgia 














lic relations. Batenburg succeeds 


Guy J. Berghoff. 


PITTSBURGH, PA.: Guy J. Berg- 
hoff is now assistant to the vice- 
president in charge of the mer- 
chandising division of the Pittsburgh 
Plate Glass Co. He joined the com- 
pany in 1934 and has served as 
director of public relations and ad- 
vertising for seven years. 


PADUCAH, KY.: George W. Kat- 
terjohn, contractor, and the concrete 
products firm bearing his name, sup- 
plied the masonry units and built 
a large modern hotel at Kentucky 
Lake. This hotel serving the new 
Kentucky state-owned playground 
features lightweight block through- 
out. The exterior was stuccoed. 


TULSA, OKLA.: Gar Wood In- 
dustries have opened a direct-fac- 
tory truck equipment sales branch 
here and in Springfield, Ill. D. C. 
Royce manages the Tulsa branch. 
He has headed the parts depot since 
1950 and will continue to supply 
Buckeye ditcher and excavator parts. 


SAN FRANCISCO, CALIF.: Em- 
anuel Fritz, consulting forester of 
the California Redwood Assn., has 
been named to the national advisory 
board of the American Forest His- 
tory Foundation. Until recently a 
professor at UCLA, Fritz will help 
locate historical records of this sec- 
tion. 


Dinges Elected to SPE 


George J. Dinges has been elected 
a member of the Society of Plastics 
Engineers. 

Among the manufacturers repre- 
sented in the Southeast by the 
George J. Dinges Co., Atlanta, Ga., 
is International Molded Plastics, Inc., 
maker of Structo-Glas fiber-glass re- 
inforced plastic panels. 


Paint Men Honored 


The Sherwin-Williams Co. recent- 
ly honored 14 men for 25 years of 
service with the company. Each man 
received a watch and commemora- 
tive scroll. 

The honored employees in the 
South and Southwest included David 
O. Brown, branch manager, Macon, 
Ga.; Russell A. Caroland, Atlanta, 
Ga., district sales representative; 
George L. McConnell, Wilmington, 
Del., representative; Richard L. Be- 
litzer, Hutchinson, Kan., branch man- 
ager; and Milton Swahn, supervisor 
of branch store installations in Dal- 
las, Tex. 


Better Control Devices 


A $1,000,000 research center that 
will develop new control devices 
for home appliances and industry 
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EASY SELLING 


Underground Receiver 


? buries customer’s refuse problem! 











HIDDEN STORAGE FOR 
Cans, Bottles, Garbage 


ATTRACTS BUYERS... 
INCREASES YOUR SALES 


Majestic Underground Receiver 

sells itself. Provides customers 

with a tidy, sanitary way for 

keeping refuse out of sight . . insures clean, neat back- 
yards, Tight construction permits no odors to escape . 
makes unit inaccessible to insects and dogs. Can be placed 
anywhere, even near kitchen door, Only lid is visible. 
Convenient, fold-away toe lever easily lifts lid. Durable 
construction and rust-resisting finish guarantee lasting 
wear. Galvanized steel inner can equipped with bail for 
simple removal. 


Call your nearest jobber, or write for his name 


The Majestic Co., Inc., 414-D Erie St., Huntington, Ind. 








There’s a 
BESSLER way 


to do it! 


There’s an easier, better way to 
get your homebuyers up into 
their attics and upper floor areas! 
It’s the BESSLER DISAPPEARING 
STAIRWAY method. Used for 
over 40 years in new and old 
homes of every type. Safety- 
engineered in every detail. Meets 
all building codes. Attractively 
priced! Immediate delivery! 


SEE SWEET’S 


Free Bess'er Catalog! 
Gives complete speci- 
fications on 7 Bessier 
Disappearing Stairway 
models. Hundreds of 
thousands in daily 
use. More sales and 
service features than 
any other type. Write 
now! 


BESSLER 
DISAPPEARING 
STAIRWAY CO. 


1900-F East Market Street 
Akron 5, Chio 
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§ SHOW YOUR TOWN 


WESTERN PINE’S 
new film- 


THE 


7 BOUNTY 


OF THE 


| FOREST | 


The whistling roar that drowns out 
“Timber!” as a big Ponderosa falls 
. the wonderful story of Western 
Pine Tree Farms... the fabulous giant 
“whittlers” that turn a tree to the 
endless uses of wood in the great 
lumber mills—these things are part 
of Western Pine’s grand new color film. 


i 


You'll want to show it to your 
customers, friends and neighbors 
through local clubs and other 
community organizations. Write 
Western Pine Association for a print 
today. Because of demand, we ask 
that you give us 30 days notice 
before a showing. 


@ WESTERN PINE ASSOCIATION 
510 Yeon Building, Portiand 4, Oregon 
Please send a print of “The Bounty of the 


v this film on the following dates 
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was formally opened September 23 
in Irwin, Pa., by the Robertshaw- 
Fulton Controls Co. 

The research center is part of an 
expansion program, which also in- 
cludes a $2,500,000 plant at Long 
Beach, Calif.; $2,000,000 plant at 
Milford, Conn.; plant at Toronto, 
Ont., and a special military research 
laboratory at Anaheim, Calif. 


SPA Increases Staff 


The Southern Pine Assn’s. trade 
promotion received a new boost re- 
cently with the addition to the staff 
of John M. Collier as director of 
publicity and A. M. Camarano as 
Washington, D. C., representative. 

Collier, pictured above, has had 
eight years of newspaper experience. 
Most recently he was public informa- 
tion officer for the New Orleans Port 
of Embarkation. Collier is a graduate 
of Tulane University. 

Camarano, a graduate forester of 
Michigan State University, joined the 
Southern Pine Inspection Bureau in 
1951 after summer forestry experi- 
ence in Michigan and New York. For 
the past year he was resident inspec- 
tor in Washington. 


Youngstown Buys Schaible 


At a September 23 board meeting 
of the Mullins Manufacturing Corp., 
Warren, Ohio, manufacturers of 
Youngstown Kitchens, the directors 
voted to purchase all of the 496,500 
shares of outstanding Class A stock 
of the Schaible Co, in Cincinnati. 

Harry M. Heckathorn, president of 
Mullins, stated that the acquisition 
would be made by an exchange of 
165,500 shares of Mullins common 
stock for the Schaible stock. 


B& helpful 


BATHROOM DECOR. “Planning and 
Decorating Your Dream Bathroom” 
offers ideas to home-owners and 
builders for distinctive bathrooms 
and dozens of color combinations. 
Floor plans are suggested by a 
famous decorator. Remodeling sug- 
gestions show how to save time and 
money. Universal Rundle Corp., 
Dept. SBS, New Castle, Pa. 


TRUSSED RAFTER. The Wood Re- 
search Laboratory of Virginia Poly- 
technic Institute, Dept. SBS, Blacks- 
burg, Va., has published bulletin No. 
14 covering “Nailed Trussed Rafter 
of 24-Foot Span and 3-in-12 Pitch,” 
in cooperation with the National 
Assn. of Home Builders and the In- 
dependent Nail and Packing Co. 
It includes construction details, 
sketches and a load-deflection dia- 
gram for the trussed rafter. 


MARBLE COSTS LESS, wears bet- 
ter, and lasts longer, according to a 
new booklet published by the Marble 
Institute of America, Dept. SBS, 108 
Forster Avenue, Mount Vernon, N. Y. 
It contains photographs of many 
marble installations, with testimoni- 
als from the architects. 


PLYWOOD MANUFACTURE. “The 
Story of APMI Plywood” tells the 


Schaible’s mass production of 
smal mechanical and electrical de- 
vices will aid Mullins with small 
cold extrusion and other items which 
Mullins is not now equipped to pro- 
duce. 

The Schaible company is headed 
by Michael Schaible, president and 
son of the founder. 

The Mullins company is construct- 
ing a 105,000-square-foot addition to 
its warehouse in Warren. This will 
give the firm more than five acres 
of storage space for finished products. 


literature 


step-by-step story of plywood pro- 
duction. Included are a diagramatic 
drawing of a plywood plant, close- 
up views of special machinery, and 
views of grademarking and inspec- 
tion. Of interest to both customers 
and salesmen. Associated Plywood 
Mills, Inc., Dept. SBS, P. O. Box 
672, Eugene, Ore. 

BUILDING DATA. A new Lefax 
catalog of pocket-size technical data 
books lists over 2,000 subjects cover- 
ing every branch of engineering. 
Each book contains about 140 pages 
on such subjects as metals, meters, 
architecture, builder’s data, lumber 
data, general chemistry, television 
and FM. Lefax, Dept. SBS, Philadel- 
phia 7, Pa. 

6” HAND SAW. A new catalog folder 
introduces the new Porter-Cable 6” 
hand saw for home workshop use. 
Also shown are such accessories as 
carrying case and two tables for 
conversion of the Homemaster hand 
saw. Porter-Cable Machine Co., Dept. 
SBS, Syracuse 8, N. Y. 


MODULAR DRAWINGS. “Building 
Better from Modular Drawings” is 
a new Housing and Home Finance 
Agency booklet to introduce modular 
dimensioning to construction super- 





CLEVELAND 


BUILDING SPECIALTIES 


@ VENTILATORS . ) 
@ SIDING CORNERS | js 
@ WALL TIES 


% A 
RIBBED STEEL 
CROSS BRIDGING 


Write for Complete Catalog 


CLEVELAND STEEL SPECIALTY CO., INC. 


ESTABLISHED 1924 
3761 E. 91st STREET e CLEVELAND 5, OHIO 


JOIST 
HANGER 


NOVEMBER, 1954... 





TIMBER 
RING 
@ AREA WALLS 


e@ WINDOWS 
@ LINTELS 








WHEN YOU WRITE TO Advertisers 
IN THIS MAGAZINE... 


Tell Them YOU READ ABOUT IT IN 


Souther 
BUILDING SUPPLIES 
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intendents and foremen. Prepared 
by William Demarest Jr., AIA secre- 
tary for modular coordination, the 
booklet sells for 20 cents from the 
Superintendent of Documents, U. S. 
Government Printing Office, Wash- 
ington 25, D. C. 


ALUMINUM WINDOWS. A catalog 
folder shows modular and standard 
sizes of Denison aluminum awning 
windows. The triple-powered operat- 
ing mechanism, with center opera- 
tor, is sketched and explained. Deni- 
son Corp., Dept. SBS, 1890 N. E. 
146th Street, North Miami, Fla. 


METAL LATH. “Milcor Metal Lath 
and Accessories” are detailed in a 
new catalog. Diagrams show installa- 
tion methods for casing beads and 
access doors. Inland Steel Products 
Co., Dept. SBS, 4157 W. Burnharn 
Street, Milwaukee 1, Wis. 


TOOLS FOR RENT. Rental equip- 
ment for the Do-It-Yourself market 
is pictured in a colorful new leaflet 
offered by the Holt Manufacturing 
Co., Dept. SBS, 669 20th St., Oakland, 
Calif. It shows the Holt Streamliner 
8 and Senior Whirlwind 8 sanders, 
horizontal rotary edger, Junior Whirl- 
wind 12 floor polisher, Whirlwind 
spinner, and hand scraper. 


HARDWOOD FLOORS. It is now 
possible to install attractive floors in 


residences with short lengths of bet 
ter hardwoods, purchased at much 
lewer prices. The pieces are perfect 
ly matched and provide the same 
strength and durability as longe 
lengths. They are described in a new 
Maple Flooring Mfrs. Assn. folder, 
“Floor Laying Tips to the Owner 
Builder.” Write Miss Dorothy Clarke, 
Dept. SBS, Suite 548, 35 East Wacker 
Drive, Chicago, II. 


“GARAGES and Carports” is a cir 
cular issued by the Small Homes 
Council, University of Illinois., Dept. 
SBS, Urbana, IIl., to show the multi 
ple purposes for which a garage i: 
suitable. It covers facts to conside1 
in planning such a structure to meet 
the family’s needs. 


“ALUMINUM Data Book” has been 
brought up to date in a 1954 edition 
The 220 pages of detailed informa 
tion are easily used through a new 
die-cut thumb-indexing system 
Write for copy on company lette: 
head to the Reynolds Metals Co 
Dept. SBS, 2560 South Third Street, 
Louisville, Ky. 


MASONRY WATERPROOFING. 


Written in simple language, bulletin 
No. 5 on above-grade invisible ex 
terior masonry waterproofing tech 
nically explains the application and 
function of Wurdack silicone wate: 
proofing. Its sales tips point out how 


riety in porosity of masonry sur- 
faces affects number of coats of seal- 
reauired. Wurdack Chemical Co., 
lept. SBS, 4977 Fyler Avenue, St. 
1is 9, Mo. 


METAL WEATHERSTRIP. Zegers 
)ura-Seal combination metal weath- 
trip and sash balance offers all- 
eather protection, according to a 
ght new consumer folder. It pre- 
nts charts comparing Dura-Seal 
th other standards for weatherstrip 
ecifications. Zegers, Inc., Dept. 
SBS, 8090 South Chicago Avenue, 
‘hicago 17, Il. 


Texas Swindlers Sought 


A nation-wide search is being con- 

lucted for two men involved in a 
vholesale swindle” of south Texas 
1ome-owners, A third person is in 
ail charged with six counts of 
rgery. 

Homebuyers were asked to sign 
lank applications for Title I FHA 
cans, which were later filed with 
imber firms and supply houses by 
he trio, who said they were con- 
tractors. 

In many cases the loans were 
1ised and invalid credit reports sub- 
\itted, so that the supply firms had 
vorthless paper in return for sup- 
plies they had provided. 





No Production Interruption 





PONDEROSA 


PINE This has enabled us to 

* service our customers 
promptly and also hold 
” a balanced inventory for 
the Fall lumber trade. 


SUGAR PINE 
DOUGLAS FIR 
a 


WHITE FIR 


INCENSE 
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We are at your service 
. for straight or mixed cars 


OUR SPECIALTY 


Kiln-dried precision manufactured prod- 
ucts — Mouldings — 
~ Frames — Rails — Venetian 
Blind Slats from California Incense 
Cedar — Cut Stock — Glued 
Panels — Box Shook. 


Interior Trim 








The Ralph L. 


‘SMITH 


Lumber Company 


MILLS AT 
ANDERSON AND CASTELLA 


SALES OFFICES AT 
ANDERSON, CALIFORNIA 


NOVEMBER, 1954 . 





ANCO Bag Trucks 
Pay For Themselves 


EXCLUSIVE... 


Only in an ANCO bag 
truck can you get the 
exclusive NOSE-PLATE 
wheels. Kolls under 
pallets with ease and 
tuts handling costs as 
much a3 one-half, and 


(and eaay) 
plan for 
pallets 
furnished 


For Bagged Goods, 
Shingles, Lath, 
Case Goods 


Dealer's Price 50 
ONLY... wt 42 





= ANTHONY TRUCK’ CO 
= Paducah, Ky. 
: end price and literature that shows 
w we can unioad and load out cars 
nd trucks in half the time with half 
e effort 


Name 


= Address 
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“USE OF A & F TILEBOARD 
INCREASED MY BUSINESS 50%” 


says Mr. Howard Hatfield 


“.. A customer-builder for any 
business house,” says Mr. C. E. 
Burk, owner of the First Lumber 
Store, Port Arthur, Texas. Mr. Burk 
recommended AFCO for the remod- 
eling job on Howard's Food Market 
in Port Arthur, Texas. 


“We needed an installation that would give a good ap- 
pearance and blend in with the market fixtures,” says 
Mr. Burk. “Also, we wanted a wall covering that would 
be durable and practical. After considering several 
different types, we decided on AFCO. It met all our 
requirements, and we have been more than happy with 
the results.” 


Mr. Howard Hatfield, owner of the Howard Food Market, 
remarks: “Remodeling with AFCO improved the ap- 
pearance of our store beyond all expectations. Our 
customers were pleased and happy, and right away we 
felt business jump.” 


Howard's Food 


Port Arthur, Tex. 


For colorful tile effects. Score lines 4 
inches apart; bevelled for easy clean- 
ing. Can be used to cover entire walls 
or as wainscoating. 


TIL-LITE 


A rhymthmic, modern pattern. Can be 
used vertically or horizontally. Lends 
a distinctive appearance to store or 
other commercial interiors. 


GLO-LINE 


Lustrous, mirrored surface. 
Perfect for modern OR tra- 
ditional interiors. Handsomely 
set off by AFCO hardboard or 


metal moulding. HI-LITE 


Jobbers and Dealers: Write for catalogue. Jobber 
franchises available, write for details. 


A & F TILEBOARD CO., Inc. 


Alexandria. Louisiana 





A 


A & F Tileboard Co, 
Ackerman, H. D. 
Adams Rite Mfg. Co. 
Advertising Council, 
Civil Defense 
Affiliated National Hotels 
Allen, J. 
Allied Building Credits, Inc. 
Aluminum Company of 
America 
American Celcure Wood 
Preserving Corp. 
American Sisalkraft Co. 
American Sta-Dri Co. 
Anthony Truck Co. 
Arvey Corporation 
Associated Plywood Mills, Inc. 
Atlanta Oak Flooring Co. 
Atlantic Stee] Company 
Atlas Plywood Corp, 


B-D-R Engr. Corp. 


Baldwin & Sons, 
Lawrence J. 
Bessler Disanpearing 
Stairway Co. 
Bialy & Assoc., Norman A, 
Bird & Sons, Inc. 
Bowers, Jr., 
R. P. (Rudy) 
Bovette & Son, Inc., 
Edwin C, 
Braeckles, Inc. 
Brown, L, Walter 


Burns Manufacturing 
Co, Second Cover 


Burton, Robert S. 80 


Second Cov 


Cc 


Caldwell Mfg. Co. 
Cameron & Co., Wm. 
Cameron and Richardson 
Carter Co., H. V. 


Carev Manufacturing Co., 
Philip 
Carolina Sta-Dri 
Casings, Inc. 
Celotex Corp., The 
Certain-teed Products Corp. 21 
Chicopee Mills, Inc. Fourth Cover 
Cleveland Steel Specialty Co., 
ne, 72 
Coal Chemical Division United 
States Steel Corp. * 
Columbia Mills, {ne. , 
Consolidated Iron-Steel Mfg. Co, 69 
Coppo Co. 55 
Cruze, Fred F. " 
Currie, George F. 76 
Currin Co., Ine. . 
Curtis Companies, Ine. 


+ 


D 


Dapco Products 

Davis, Marion T. 

Deatty, Arthur 

Denison Corp. 

Detroit Steel Product Co. 
Dickey Clay Mfg. Co., W. S. 
Dicks-Pontius Co. 

Dinges Co., George J. 
Donley Bros. Co, 

Douglas Fir Plywood Assn. 
Drywall Trim, Inc. 

Dunne Co. 


E 


Edwards, Richard Lee 
Everett & Co., John T. 
Ez-Way Sales, Inc. 


F 


Flintkote Co. 

Frost Forest Products Div. Olin 
Industries, Inc, 

Fuller Jr., L. G. 


G 


Gardner Sales Co. 

Gaskin Jr., T. A. 

Gate City Sash & Door Co. 

Georgia-Pacific Plywood Co. 

Gilbert Co., S. P. 

Goetze Co, Earl 

Goldman, S. R. 

Gordon & Son, Inc. 
Alexander 

Gossett Associates, T. F. 

Gregg & Son, Inc, 

Griffin, A. W. 


H 


Moger & Son's Hinge Mfg. 
0., 

Harris Livingstain Co. 
Hawkins Iron Co., Ine. 
Heatilator, Ine, 

Hope’s Windows, Inc. 
Horizon Door Co. 
Horwitz, A. L. 

Hough Shade Corp. 
Howard, Summer, W. B. 
Howell Mfg. Co., The 
Huttig Sash & Door Co. 


Ideal Co. 

Ideal Hanger Co. 

Insulite Div. Minnesota & 
Ontario Paper Co, 


J 


J. M. J. Industries 
Johns-Manville, Inc. 
Johnson & Co., Inc., 
Johnson Lumber Co., 
Joiner Co., Roy C. 
Jones, Arthur S. 


K 


Keasby & Mattison Co. 

Kemp, S. H. 

Keystone Wire Cloth Co. 

Kochton Plywood & Veneer 
o., Ine, 


L 


Lang, H. Carleton 
Libbey-Owens-Ford Glass Co. 
Lone Star Cement Corp. 
Lowe Brothers Company 
Loxcreen Co. 


Ludman Corporation 


M 


McCluggage Sales Co. 
McElroy, James H. 
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ADVERTISER’S INDEX 


McKnight Co. 
McQueen, R. B. 
Majestic Company, Inc. 
Mann and Co., J. T. 
March, Inc., E. L. 

Marsh Wall Products, Inc. 
Masonite Corporation 
Menge! Co. Third 
Meroney, B. K. 

Meroney, Cy 

Metal 


Midwestern Sales Co. 


Trims, Inc. 


Monarch Metal Weatherstrip 
Corp. 


Morris, J. L. 
Murphy, D. T. 
Murray Co. of Texas, Inc. 


Murray, L. E. 


N 


National Business Publications 


National Fund for Medical 
Education 

National Guard Products, Inc. 

National Lock Co. 

National Woodworks 

New Castle Products, Inc. 


North, Joseph T. 


6) 


O'Callaghan, W. L. 
Oconee Clay Prod, Co. 
One-Der Frame Corporation 


Orangeburg Manufacturing 
Co., Ine, 


Oregon Lumber Co. 
O'Rourke, James 
Owens-Corning Fiberglas Corp. 


b 


Pacific Lumber Co. 
Pack River Sales Co. 


Peas'ee-Gaulbert Paint & 
Varnish Co. 


Penn-Dixie Cement Corporation 
Per-Fit Products Co. 

Perma Products Co. 

Perrow Chemical Co. 

Pint, C. W. 

Plastergon Wall Board Co. 
Proctor & Co., E. W. 

Pullman Mfg. Corp. 


R 


Red Cedar Shingle 
Reynolds Metal Company, The 
Rives, A. L., “Sonny” 
Rosboro Lumber Co. 

R. O. W. 
Ruberoid 
Rudiger-Lang Co 


Bureau 


Distributors 


Company 
Ryan Sales Corp. 


S & S Sales Co. 
Sanders-Cederlof & 
Seidel Mfg. Co. 


Associates 


Cover 


* 


* 


Selinger, Eliot R. 
Sellars, Jack L. 


Slide-Master Glass Door & 
Window Co. 


Smith, J. Paul 
Smith Lumber Co., Ralph L. 


19, 26, 


Southern Building Supplies 


Southern Heather Stone Sales 
Corp. 


Southern Metal Products Corp. 


Southern Sash Sales & 
Supply Co. 


Southern States Iron Roofing 
Co. (Perma Products) 


Southern States Iron Roofing 
Co., (SSireo) 


Spentzos, Jim 

Stair, James A. 
Stem, Inc., Chester B. 
Stovall, W. H. 


Tennessee Coal, Iron & Railroad 
Div. U. S. Steel Corp. 

Traylor, Roberts Co. 

Triangle Mfg. Co. 


Trinity Div. General 
Portland Cement Co. 
Tri-State Building Service 

Trowbridge, Lewis C. 
Turner & Seymour Mfg. Co, 
Turpentine & Rosin Factors, Inc. 


Twin-Tilt Truck Company 


U 


Ualeco Aluminum Windows 
Union Lumber Co. 
United States Gypsum Company 


U. S. Plywood Corp. 
(Industrial Adhesive Div.) 


U. S. 
United States Stee! Corp., 
Coal Chemicals Division 


Plywood Corp. 


United States Steel Corp., Tenn. 
Coal, Iron & Railroad Div. 
Utley, Inc., Withers Clay 


V 


Vento Steel Prod. Corp. 
Vulcan Metal! Products 


WwW 


Wagner Mfg. Co. 

Ware Laboratories, Inc. 
Warren, Robert K. 
West Coast Lumbermen’s Assoc. 
Western Lock Co. 

Western Pine Assoc. 
Weyerhauser Sales Co. 
Whitehead Woven Wire Co. 
Whitton, R. E. L. 

Wright Co., L. K. 


Y 


Yauger & Co., Jack 


Z 


Zegers, Inc, 


Zimmerman, Fred H. 


Second Cove 


30 
76 








Superior 
Storm Sash 


—SIMPLE, EASY FABRICATION 


Channels, handles, corner 
plates are for utmost 
simplicity — Every part fits easily, 
economically, simply. Full cut sheets 
and diagrams eliminate any possible 
error. 


ES winimun INVENTORY 


Less than $500 puts you in business! 


EIno COSTLY MACHINERY 


For a small cost Vulcan furnishes saws, 
jigs, punch dies. Tools, other than 
good cut off saw, cost less than 














inserts 
engineered 














$75.00. Our company representative 
will personally help you set up an 
efficient shop 


Full line of hardware 
and tools available 





EF 0, CUSTOMER SATISFACTION 


Durable .064 heavy gauge aluminum construction 
and superior engineering assure complete satisfac- 
tion. Vulco Superior Storm Sashes are trouble-free, 
eliminate expensive call-backs. 
Let one of our company representatives 
give you the whole profit story now! 


VULCAN METAL PRODUCTS 


2801 - 6th Avenue, South Birmingham, Ala. 
A leader in the industry since 1945 


$ $$ MAIL TODAY $ $ $ 


To: VULCAN METAL PRODUCTS 

2801 6th Avenue, South 

Birmingham, Alabome 
Please send catalog and further information about 
Vulcan Superior Storm Sash. No obligation. 


NAME 
ADDRESS 
CITY STATE 


$$$ $$ $ $ $ $ 
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Two types of at- 
taching brackets— 
ad and “Cup” 


n 


Today, more than ever, dis- 
criminating home buyers 
prefer the Hidalift balance — so 
completely concealed, there’s 
nothing exposed to mar the 
beauty of their windows. They 
like its smoothness, quietness 
and non-jamming action — its 
positive lifting power. 


And builders and dealers like 
its easy, rapid installation, 

its “before and after” methods 
of tensioning — just a few of 
Hidalift’s sales-building features. 


QUALITY PRODUCTS FOR OVER A CENTURY Ts S 


For literature, detailed infor- 
mation and prices, contact your 
nearest Hidalift representative. 
GEORGE F. CURRIE 
3105 Roswell Rd., N.E., Atlanta, Georgia 


LAWRENCE J. BALDWIN & SON 

306 Carondelet Building, New Orleans 12, La. 
FRED H. ZIMMERMAN 

2608 Reagan Street, Dallas, Texas 
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A New Principle 
Eliminates 
Weatherstrip Drag 
Makes Windows Easy 
to Raise 
— Plus — 


REMOV-A-MATIC 
SASH 


Which Can Be Easily 
Removed and Replaced 


Patented and 
patents pending. 


QUALITY Vine oer 


forsee 








By Laboratory Test Qualified To Bear 
Above Quality Approved Seal 


Conforms With Commercial Standard 
cs 19 


HUTTIG SASH & DOOR CO., ST. LOUIS, MO. 


Charlotte, N. C. @ Dallas, Texas @ Knoxville, Tenn. @ Miami, Fla. @ 

Columbus, Ohio @ Jacksonville, Fila. @ Louisville, Ky. @ Roanoke, Va. 

@ Birmingham Door Co., Birmingham, Ala. @ Memphis Sash & 
Door Co., Memphis, Tenn. @ Nashville, Tenn. 














When QUALITY and SERVICE count 


call for 
=-PLY WOOD 
-LUMBER 
DOORS 


You buy with efficiency, econ- 
omy and confidence when you 
buy from Georgio-Pacific. 
And one call does it all. . . so 
call your G-P office for fast 
deliveries of every species, 
size and grade of plywood 
and lumber. 


G-P PRODUCTS—G-P Ripplewood Textured Paneling « 
GPX Plastic-faced Plywood *« G-P Crownply Hardwood 
Plywood + G-P Plysheet Southern Plywood « Douglas Fir 
Plywood « Giant-sized Scarfed Panels « Fir Pattern Doors « 
Hardwood. Flush Doors « Cypress and Redwood Lumber 
* Southern Pine « Southern Hardwood Lumber « Western 
Lumber « Treated Lumber and Timbers « Residential and 
Factory Flooring * Movidings. 


-- ity. a CR ORGIA — PACIFIC 
PLYWO00 COMPANY 
SOUTHERN FINANCE BUILDING, 
AUGUSTA, GA., CALL 2-8383 
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MENGEL FLUSH DOOR 


FOR EVERY DOOR OPENING— 


What is the RIGHT door for any partic- 
ular job? Is it the BEsT door you can buy, 
or the CHEAPEST, of what? 

Mengel makes three distinct types of 
flush doors. Each is exactly RIGHT for 
its purpose. Each is the best possible 
All are built by the 
makers of world-famous Mengel Furni- 


value in its field. 


ture, and to the same standards of quality. 


[his MEANS SOMETHING to you, your 
clients and your customers—this, and the 
fact that every Mengel Door is guaranteed 
by all the resources of this company, the 
world’s largest manufacturer of hardwood 
products. All Mengel Flush Doors are 
described in Sweet's (Architectural and 
Light Construction) Catalog, are available 


everyw here. 


Mengel Stabilized Solid Core Doors — 
Exterior and Interior 


Mengel Hollow-Core Deluxe Doors 


Interior or Exterior 


Mengel Hollow-Core Doors — 
Interior or Exterior 


DOOR DEPARTMENT, 


LOUISVILLE 1, KENTUCKY 





(OW [meat Adjustable, 
Most Profitable 
Tension Screen on the Market 


+ And IES Non-Creasing | 


NEW CHICOPEE FRAMELESS SCREENS of Fiberglas 
Are Easier to Demonstrate...Easier to Self 


9g 
y S ee 











Exclusive patented roller bar gives 
far wider adjustment range than any 
other screen 





Rolls UP into ¢ 


OMPact units 
rs 


take less floo Stee 


Can't crease or dent— 
no damaged units 


Can’t stain si 


dewalls 
ru r 
corrode 4 st ° 


—no dissatisfied Customers 











Close-up of two exclusive 
bottom latches. These handy 
safety latches release screen 
for easy window washing 


Get full details from your local jobber 
or write directly to us: 


LUMITE DIVISION 








Chicopee Mills, Inc., 47 Worth Street, New York 13, N.Y. 


*Registered Trade-mark t® T.M.0.C.F. Corp 





